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ONE DAY CONGRESSES 


Agents Express Satisfaction 


ASSURANCE COMPANY LTS OF LONDON 22,000 ATTEND TO DATE 
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HARTFORD TO COVER 
UNUSUAL HAZARDS 


Provides Reserve; Will Incorporate 
Individual and Rare Contingen- 
cies Into One Class 
























TO END EUROPEAN “SMUGGLING” 








Company’s Agents Asked to Submit (ESTABLISHED 1782) Feature Business, Income and Inheri- 
Insurable Propositions, no Matter a tance Insurance, Coupled With 
How Unusual First British Insurance Office Established in United States in 1804 Protection of Home 











The One Day Life Insurance sales 


An OLD LINE COMPANY congresses struck the East in Balti- 
to widen the variety of their cover- with an OLD TIME POLICY more on Thursday of last week, fol- 


ages in order that the counter in the lowed by meetings in Philadelphia and 


agent’s office containing their wares of ASSISTANCE and SERVICE Scranton. Early this week there were 
shall be full enough and attractive to to its AGENTS and ASSURED l congresses in Utica and in Boston. 


meet requirements of all types of as- The one day sales congress idea has 


There is a growing movement on the 
part of the stock insurance companies 




















sured. Many of the risks now placed — gone over in a big way. Up to the 
in London Lioyd’s could just as well be FIRE, AUTOMOBILE and ALLIED LINES present time 22,000 managers, general 

, in this country. All of which agents, agents, brokers and others have 
om of pb interest, 8 statement HEAD OFFICE FOR THE UNITED STATES attended. A great deal of variety is 
by the Hartford in its publication “The 100 WILLIAM STREET, NEW YORK CITY crowded on the program. The schedule 
Hartford Agent,” under the heading PERCIVAL BERESFORD, U. S. Manager time is generally observed and the 
“Stopping the Smugglers.” | congresses adjourn before the crowd is 
Reasonable Requests for Cover To Be - — — tired out by the long string of educa- 

Met tional talks. 
The statement follows: The Speakers 


“For a great many years, if an agent 
wanted to serve a client by giving him 
some insurance not specifically provid- 
ed in some manual, it has been neces- 
sary to smuggle it in from Europe. The 1792 
agent did not want to be a smuggler, 
yet he saw no reason why his client 
should not have the coverage his busi- 


‘‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY The performing troupe of speakers, 


which forms the backbone of the con- 
gresses, consists of Orville Thorp, presi- 
dent of the National Association of 
1921 Life Underwriters; Charles W. Scovel, 
of Pittsburgh, former national presi- 
dent; and Barney Pearson, a profes- 
sional life insurance “ginger” talk man. 











hess needed. - Occasionally others accompany the 
“One of the requisites of -properly CAPITAL Gold wed ow w b's « $5,000,000 troupe for several congresses. Franklin 
conducted insurance is an average. If W. Ganse, of Boston, for instance, has 


acompany insures but one house and F IRE—AUTOMOBILE—MARINE made several talks on inheritance tax; 


charges a premium of $10 for issuing a and Winslow Russell, vice-president of 


policy of $1,000, that is not insurance; Brokerage and Service Department the Phoenix Mutual Li . 

it is a bet with odds of one hundred CHAS. F. ENDERLY, Manager poor mecrnrnd mises fe, has talked on 
to one. If a company insures several 122-126 WILLIAM STREET, NEW YORK CITY get sy . 

thousand houses however, it is not a 1,100 at Philadelphia Congress 


mets commersaising ftme ceory INSURANCE COMPANY of NORTH AMERICA ||» one ser concrens cow oo 


the last convention of the National As- 
“The Hartford Accident & Indem- PHILADELPHIA sociation of Life Underwriters in Bos- 

















nity Company has been asked on in- — ton and the first congress was held in 
humerable occasions to insure certain Dallas. Since then Messrs. Thorp, 
a ecncls which probably ity not Scovel and Pearson have gone through 
arise more than once or twice in a the South, out to the Pacific Coast, 
year. It refused on the theory that to Northwest, Middle West, and finally 
do so was to bet. Some vl Bn ago 1867 1921 into the East. The New York congress is 
it concluded, however, to voluntarily THE to be held next week. The biggest con- 
set aside a little reserve and to incor- vention of all was in Philadelphia where 


porate these individual and rare con- there were 1,100 including a large dele- 
tingencies into one classification and E UIT ABLE { I gation from Trenton. The second 
endeavor to insure enough of them to largest congress was in Cleveland 
take them out of the betting class and where there were about 850. The con- 

(Continued on page 16) Results of 1920 gresses are held at points which are 




















$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 













Sixty-nine per cent of all business 
written since organization still in force. 
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geographically convenient for a neigh- 
boring important life underwriters’ 
association to attend. One of the most 
interesting was held up in the cattle 
country, where some of the agents trav- 
eled as far as 350 miles to be present 
and some of whom had been instructed 
by presidents of companies to be there. 


The principal topics discussed at the 
sales congresses are income insurance, 
inheritance tax insurance, business in- 
surance, talks on securing prospects and 
closing them, little business experiences 
and personal experiences, the great in- 
stitution of life insurance and its sig- 
nificance to the community, the wealth 
of America compared to the outstanding 
insurance, illustrating the tremendous 
uncovered insurance value and insur- 
ance production possibilities, and the 
educational advantages of membership 
in the National Association of Life Un- 
derwriters. 

Local Co-operation 

In every city visited the local officers 
of the underwriters’ association have 
displayed evidences of cordial co-opera- 
tion and agents are generally in their 
seats at the opening time. There have 
been enough public men and other 
pivminent citizens at the evening 
banquets and sometimes at the meet- 
ings to give the needed local color to 
the proceedings. The average agent 
goes to such a gathering to cash in on 
a money-making idea. If he should get 
only one idea, he is satisfied. The con- 
gresses have delivered the goods by de- 
veloping the ideas. 

As a general proposition, Messrs. 
Thorp, Scovel and Pearson are frequent- 
ly interrupted by applause and get a 
most gratifying reception when they 
finish. Mr. Thorp, head of a big gen- 
eral agency in Texas, an insurance man 
of wide experience, covers the wide field 
of the big, broad subject of insurance. 
He keeps in good humor and his per- 
sonality wins many friends. Mr. Scovel, 
a graduate of a European university 
and a man of culture and talent, makes 
with equa!’ facility either in thirty or 
forty minutes a talk on the technical 
subjects delegated to him, and Mr. Pear- 
son’s homely expressions and vigorous 
manner of speech appeal more to the 
man of the soil and the small town ag- 
ents. Thus, there is something for 
every one at the congress. 


Messrs. Scovel and Pearson have not 
missed a talk of any kind by reason of 
the strenuous traveling, but at Rich- 
mond last week Mr. Thorp contracted a 
bad cold which made him hoarse in 
Baltimore and put him under an all day 
doctor’s care at Philadelphia, where he 
was threatened with laryngitis. He 
appeared at the banquet, however, and 
made a good speech. 





TALKS OF “FINANCIER” ARTICLE 





L. H. Andrews, General Agent, Points 
Out Tax Significance When Cor- 
porations Borrow and Insure 





In discussing an article in “The 
Financier,” a banking journal, which 
was republished by The Hastern Un- 
derwriter under the heading: “Insist 
Borrowers Take Out Insurance,” L. H. 
Andrews, of the Phoenix Mutual, New 
York, says in a letter to this paper: 

“The article from ‘The Financier’ 
might be misleading to some full-time 
life insurance agents for they might 
think this allowed corporations to bor- 
row money, take out insurance on an 
important or vital head of their con- 
cerp, and deduct the premiums as an 
item of expense, 

“This is not so as there is a recent 
ruling received from Washington which 
makes a distinction between a corpora- 
tion borrower and an individual bor- 
rower and this article as to deduction 
applies only to the individual. Under 
this, we are safe in including partner- 
ships as they are considered individ- 
uals, as you know, so far as business 
insurance is concerned.” 


What Orville Thorp 
Tells Agents on Trip 


BIG UNINSURED LIFE VALUES 





Sell Insurance Systematically is His 
Advice; Don’t Be Mere 
Order-Taker 





The main points scored by Orville 
Thorp, president of the National Asso- 
ciation of Life Underwriters, in his 
talks made to one day sales congresses 
since he began on January 6, were re- 
flected in his talk before the Baltimore 
Congress last week. 

These are the chief points which he 
made: 

The big theme for life insurance men 
is to provide for and to help America. 
In order to provide for America it is 
necessary to know what life insurance 
is and what it can do. 


Insurable Life Value 


The life value of the American peo- 
ple is $929,000,000,000. Of this about 
$45,000,000,000 is covered. Thus, we 
have more than $800,000,000,000 which 
is uninsured. 

Agents went along at lightning pace 
in 1920, business just pouring in, but 
were they selling insurance? Most of 
them were mere order-takers; not real 
salesmen. The life insurance policy 
must be so'd for a specific purpose and 
every factor entering into the contract 
must be thoroughly understood if the 
policy is to stand up. Many of the poli- 
cies which have been sold in the last 
few years have lapsed. One general 
agent told Mr. Thorp that he had lost 
seven $100,000 policies in this way. 
They had not been properly sold. A 
systematic, intelligent canvass had not 
been made. 

The War Risk Bureau 

Unquestionably, the War Risk Bu- 
reau was one of the best measures 
which have ever been passed by a con- 
gressional body. It was a beautiful 


dream which emphasized legal reserve 
life insurance more emphatically than 
anybody else has been able to do in 
seventy-five years. It put the stamp 
of governmental approval on the legal 
reserve system. Yet, at the time some 
agents were much disturbed because 
the government went into the life in- 
surance business. Now, billions of this 
insurance has lapsed, and mostly be- 
cause it was not real’'y sold. A young 
man in Mr. Thorp’s agency wrote him 
from an army camp where he was de- 
tailed to the war risk section: “Boss, 
it would have done your heart good to 
have been here this morning. I sold 
$1,000,000 of insurance in thirty min- 
utes.” Now, did he sell it? No. He 
was merely an order taker. 


Last year agents were order takers. 
They collected the commissions, but did 
not deliver the service. -“Let us go 
baek and complete the job,” advised 
Mr. Thorp. “We owe that to the Amer- 
ican people. We owe them the best 
we have in the shop. Get into their 
offices, make good what we have al- 
ready sold, and then sell additional 
insurance. Give them a run for their 
money.” 

Life insurance must re-enforce and 
back up American business and credits. 
It is at the very heart of business and 
the very heart of credit. 

Hedge Against Estate Inroads 

Life insurance is a hedge against the 
inroads made on American estates be- 
cause of the hazards of finance. These 
hazards are the shrinkage of estates 
through costs of administration, of taxa- 
tion, or tumbling market values. 

Nearly all of the funds of legal re- 
serve life companies are owned by the 
people—the policyholders. The compa- 
nies do not make life insurance—the 
people make it. The various companies 
are merely 266 bureaus for disbursing 
this service. “So let us fittingly and 
dignifiedly represent the people’s insti- 
tution—life insurance,” said Mr. Thorp. 
Do not criticize other companies. Do 
not tear to pieces other contracts. Work 
for the institution of life insurance as 








The Guardian Life Health Service . 


A genuine service to policyholders—An unusual selling aid. 


The results of health examinations under The Guardian 
Life Insurance Company of America’s Health Service during 


the past five years: 


34% were found to have some moderate physical impairment- 
or defect requiring some form of hygienic guidance or 


minor medical attention. 


33% were found to have some moderate physical impairment 
or defect requiring some form of medical supervision or 
treatment in addition to hygienic guidance. 

17% were found to have some slight physical impairment or 
defect requiring observation or hygienic guidance. 

13% were found to have some advanced physical impairment 
or defect requiring systematic medical supervision or 


treatment. 


3% were found to have some serious impairment or defect 
urgently demanding immediate attention. 

Conclusive evidence of the value of this service to the 
policyholder. The Health Service is part of the Guardian’s 
comprehensive program of service to the policyholder while 
living. Every person protected by a Guardian contract is en- 
titled to the privileges of the Life Extension Institute without 
cost, including an annual medical examination every year 


beginning with the third. 


Service to policyholders is. the best service to agents. 


The Guardian Life Insurance 


Company of America 
(Established 1860) 


50 Union Square 


New York City 


For a direct agency connection, address 
T. Louis Hansen, Vice-President . 





a whole. Sell your policy on its merit 
Remember it is a scientific business 
the mastery of which should be ob}. 
tained by you through hard work anq 
intelligence. If you do not sell a may 
during a canvass, at least leave him jp 
such a mental condition that some ope 
else can come along and sell him: go 
that the work of all the agents wij 
be cumulative. By knocking in the pagt 
we have in reality destroyed millions 
of dollars of life insurance. 

The life insurance schools are grow. 
ing more numerous and are now in such 
demand that the time will come when 
the average successful agent will pe 
one tagged with a diploma from some 
school. 
business can find time to take the jp. 
tensive eleven weeks’ course. 





WALLIS GETS OVATION 





Cheered at Philadelphia Congress Ban. 
quet as He Makes Plea For 
Immigrants 





Frederick A. Wallis, general agent of 
the Fidelity Mutual Life, New York, anq 


commissioner of immigration at the 
port of New York, made two eloquent 
speeches at the One Day Sales (Con. 
_ gress banquet in Philadelphia on Fri- 
day night. He first talked of income 
insurance, making just as good an in- 
surance speech as any one would care 
to hear. And then he switched over to 
immigration and when he told of con. 


ditions at Ellis Is'and he brought tears 
to many eyes. At the conclusion of his 
speech the agents gave him an ovation, 
Mr. Wallis favors common-sense tests 
of admittance of immigrants. He would 
admit any one who is healthy, ambi- 
tious and willing to become an Amer- 
ican citizen, whether able to read or 
not. He says that the reading test 
falls down as many intellectuals are 
anarchistic. He wants more thorough 
medical examinations. His work at E- 
lis Island has been far superior in the 
opinion of government officials to that 
of any man who has held his Office. 
Another eloquent speaker at the ban- 
quet was Prof. John Dennis Mahoney, 
of the Philadelphia public schools, and 


connected with the Fidelity Mutual 
Life. President Talbot and other off- 
cers of the Fidelity Mutual were among 


those present. 





NOT ON NEW YORK PROGRAM 





Scovel and Pearson Not Scheduled To 
Speak Here; List of the Pro- 
gram To Date 





Charles W. Scove', of Pittsburgh, and 


Barney Pearson, of Texas, who have 
been talking before sales congresses 
throughout the country. are not on the 
New York program. The program for 
the New York sales congress follows: 

“Business Insurance,” Edward A. 
Woods, former president National 
Association of Life Underwriters, gen- 
eral agent, Equitable Life, Pittsburgh, 
Pa. “Insurance Salesmanship as 4 


Life Work,” Dr. Lee K. Frankel, Ph.D. 
third vice-president Metropolitan Life. 
“The Value of Association Member- 
ship,” Lawrence Priddy, chairman mem- 
bership committee, Life Underwriters’ 
Association of New York. ‘inherit 


tance Tax Insurance,” Franklin W. 
Ganse, chairman executive committee 
of National Association of Life (nder- 
writers. “Income Insurance,” Griffin 
M. Lovelace, Carnegie Schoo! vi Life 


Insurance Salesmanship. 





SMALL TOWN AGENTS ON HAND 





Derive Inspiration From One Day Sales 
Congresses; Many Take Notes 
of Proceedings 





Throughout the country the small 
town agents have turned out in force 
for the one. day sales congresses. It 
has been something of a gala event for 
these men as they have rarely hai such 
an opportunity to get so many effective 
selling ideas. The audiences are very 
attentive and as a rule take many 
notes. 


Sure'y, every new man in the ' 
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Come if You Want 
Relief, Says Governor 


MARYLAND EXECUTIVE’S OFFER 





Would Help Insurance Men; Philadel- 
phia Mayor Favors Relief From 
Life Taxation Burdens 





It is not usual for the governor of 
a state to tell a body of insurance men 
that if they need help in the way of 
insurance legislation that they shou!'d 
come to the gubernatorial chamber with 
the object that the chief executive of 
the state shall help them accomplish 


their desires; but that’s what happened 
at the Baltimore One Day Congress last 
week. The speaker was Governor Rit- 
chie, of Maryland, who naturally holds 
the life insurance fraternity in high 
esteem 

Then, to complete the picture a some- 
what similar incident was noted in 
Philadelphia on the fo'lowing day when 
Mayor J. Hampton Moore, formerly a 
congressman, said that life insurance 
proceeds should not be taxed. 

Mayor Moore’s Speech 

In his address Mayor Moore said: 
“| have learned to believe and do be- 
lieve now that there should be certain 
allowances made to insurance organiza- 
tions because they serve the commun- 
ity. They save the communities from 
the expense which would. be incurred 
were there all these dependents. There 
might reasonably be an abatement of 
certain kinds of taxes upon insurance 
companies because of the good which 
they do. 

“Insurance enables the mass of the 
people to save instead of becoming a 
charge upon others. They are instru- 
mertal in aiding the thovsands to have 
funds to take care of themse'ves and 
others when the rainy dav comes. It 
is work which routs unselfishness, be- 
cause thousands of the insured take out 
their policies not for their own benefit, 
but to save others—to furnish a brake 
against adversity and where the future 
mav be in doubt. 

“Now, there is another angle to this 
insurance proposition, and that is that 
it stands for stability. The man who 
owns an insurance nolicy wants to see 
the contract carried out; he is a be- 
liever in the home, in the family and 
in stable government. His mood would 
be to look unsympathetically upon radi- 
cal theories which if carried out suc- 
cessfully would .destroy government. 
He is the enemy of the disorganizing 
forces in the community. He does not 
want his savings imperiled. Like the 
man who owns his own home and would 
fight for it, the holder of the insu” 
ance po'icy, who has taken out that 
policy because his heart throbs for 
all that is good and noble. will be 
found arrayed against the despoilers 
and traducers of the government. 

“The agent who induces that man to 
insure is one of the safeguards of the 
republic and we believe with him that 
insurance, which does so much for the 
republic, should not be unwarrantedly 
and unjustly taxed.” 





HOW ABOUT THE PRESS? 





Not Mentioned in National Association’s 
Sales Congréss Charts Dis- 
tributed At Meetings 





During the morning sessions of the 
me day sales congresses President 
Thorp has distributed a copyrighted 
chart which illustrates the various ag- 
ercies which make up the institution 
of legal reserve life insurance. Under 
the caption “education” there is no 
Mention of the business trade press 
with the exception of the “Life Associa- 
tion News,” the organ of the National 
Association of Life Underwriters. 

The chart was originated and copy- 
righted by Barney Pearson, a profes- 
sional lecturer on life insurance who is 
now addressing the sa’es congresses. 
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HOME OFFICE 
Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 








Some Pointers Given 
in Sales Congresses 


PHILOSOPHY FROM AGENTS 





Don’t Stress Morey Value of Man’s 
Life in Talking to Him, 
Says Taylor 





Little bits of philosophy picked from 
the sales congresses at Philadelphia 
and Baltimore follow: 

C. W. Taylor, Philadelphia: If you 
put too much stress on a man’s money 
value to his family, and tell how much 
money they will get from the policy 
when he dies you are stepping on dan- 
gerous ground. Instead, there should 
be an appeal to the satisfaction a man 
feels when his old age is provided for 
as are his dependents. 

Joseph D’Andrade, Norristown, Pa.: 
Telling the blunt truth when it hurts 
is not only unnecessary, but often high- 
ly unprofitable. Coloring your state- 
ment in pleasant fashion is often pro- 
ductive of sales. To illustrate: one day 
I insured a leader of finance in my com- 
munity. Later, I called upon a num- 
ber of men not so important, but still 
they were men of substance. I sald to 
each: “Mr. So and So has insured with 
me. It is always a pleasure for me to 
add to my list of clients men of your 
caliber and class. I hope I may have 
the satisfaction of calling you a patron, 
as well.” 

John Smithies, Metropolitan superin- 
tendent: Little incidents are constantly 
hanvening which give the lead to in- 
surance. It is a mistake to adopt the 
same sty'e of canvassing year in and 
year out. First understand the mission 
of insurance and then look about you 
and there is no trouble in finding an 
episode on which to hang the insurance 
policy. It mav be a tale of suffering; 
it may be a tale of joy. Each will be 
found to have its value. — 

John Dolph. Washington: When I 
call upon a prospect I have never met 
before I take my cue in starting the 
conversation by something which 
strikes my eye when I goin. It may 
be a man’s place of business or some- 
thing striking in his personality. If I 
go into a butcher shop, for instance, 
where everything is in shipshape order, 
the look of the place being inviting, 
I begin: “What a nice place you have 
Mr. Brown. I have heard so many of 
your customers speak of it that I 
thought I'd drov in and meet you and 
see for myself.” The big thing is to 
get a man’s attention. Attention is 
spilling out of his mind what is in it. 

Walter A. Roye, Washington: I never 
leave my house in the morning without 
a list of persons I am going to visit. I 
do not let anything divert me from fol- 
lowing the list. I am a great believer 
in friendships. I would rather make a 
friend than sell a policy, and I find that 
one acquaintance leads to another, and, 
of course, they all lead to sales. 

Eugene Adams, Washington: A friend 
of mine, a druggist, found his lease 
taken over his head by a who'esale 
drug company which informed him that 
another druggist would be given the 
store. If my friend had had $10,000 
he could have bought the building, and 
saved his business. I have used this 
story as a good peg for business en- 
dowment policies. 

C. C. Crooks, Baltimore: The best 
way to sell insurance is to find out a 
man’s needs. If you can’t convince 
him he needs it why yeu can’t sell it. 
But it is just as foolish to find out 
that hé needs insurance, but not to as- 
certain just how much he needs. Many 
a man who wants complete coverage 
against the stormy weather of the fu- 
ture has been sold nothing but a chest 
protector. 












The Provident 


Founded 1865 


Company of Philadelphia 


(Pennsylvania) 


Life and Trust 








“Tantamount to a Sight Draft” 


A Provident Long Endowment is not only payable immedi- 
ately should the insured die; if he lives to the maturing date 
specified in the policy, it is tantamount to a sight draft. 











Bridging Chasm of 
Dependency Period 


Cc. W. SCOVEL’S INCOME TALK 








Small Business Man Needs Business 
Insurance As Much As Big One 
Does 





Among the most telling suggestions 
made by Charles W. Scovel, of Pitts- 
burgh, in his talks to life insurance 
congresses is that the small business 
needs the protection of business in- 
surance just as the large one does; 
that there is entirely too much talk 
of the extremely wealthy man’s need of 
inheritance tax insurance; and that in- 
come insurance furnishes the bridge 
that spans the period of life when the 
protection or indemnity is most need- 
ed. It is a lifetime sinking fund is his 
happy expression. 


In talking of inheritance insurance | 


he says: 

“We read much in the insurance press 
about policies on millionaires, but most 
of us number few millionaires among 
our acquaintances; some not any. It 
is a mistake to think that only the ex- 
treme rich are interested in these polli- 
cies. These policies belong to all men 
who have their feet weli upon the lad- 
der of success.” 

Mr. Scovel said that it was part of 
the business of life insurance agents to 
understand the inheritance tax situa- 
tion in the various states and to in- 
struct men so that they will be able 
to look ahead and conserve their es- 
tates through life insurance. 


Taxation Not at Peak 


Some men think that taxation is at 
the peak and is going down. Mr. Sco- 
vel, who has been a student of taxation, 
gives it as his opinion that taxation is 
not only here to stay, but is growing. 
The inheritance tax is not an outgrowth 
of the war. It will be found all through 
history. The fundamental principle of 
the tax is that a dead man should have 
no control over his property. The in- 
heritance tax is the most easily col- 
lectible. All property a man owns rises 
to the surface after he dies, no matter 
how well hidden it was from tax col- 


lectors when he lived. Another reason 
why the inheritance tax will stand is 
that it does not hit the living very 
hard. 

Business Insurance 

Discussing business insurance Mr. 
Scovel said: “Credit men are demand- 
ing that business insurance cover per- 
sons responsible for the success of a 
business. Insurance questions are an- 
swered in thousands of requests for ex- 
tensions of notes which come to the 
Federal Reserve Banks for discount. 

“The small firm needs business in- 
surance more than the big one does, a 
fact not generally realized in life in- 
surance. There is always some life 
which his propping up a business struc- 
ture. That is the life to insure.” 

In talking of income insurance Mr. 
Scovel said that life insurance men did 
not pay enough attentien to the shrink- 
age of estates, which could be dis- 
cerned all about them. He quoted Eii- 
ward Atkinson, the Boston economist, 
as saying that 94 per cent of convertt- 
ble securities were dissipated in six 
years. Leaving a lump sum to the av- 
erage woman is almost criminal. To 
the recipient it looks like big money; 
and she proceeds to live in a world of 
sham values. Her friends think she 
has been left a fortune. She changes 
her manner of living sometimes in or- 
der to fit in with her new prosperity. 
Finally, the money reaches its end; ana 
poverty has come. There were a few 
years of glitter, followed by poverty 
and unhappiness. 


Wealth should be figured in terms of 
income, as it is abroad where one asks: 
“How many pounds a year does he 
make?” not “How much is he worth?” 

Income insurance with the income 
lasting from the death of one bread 
winner until the coming of another is 
the ideal way of having these payments 
made, says Mr. Scovel. The income 
should be to protect against the ted 
vock period of dependency. 





Arthur D. Murphy, president of the 
Life Underwriters’ Association of 
Philadelphia, has been with the Home 
Life for twenty years, which he repre- 
sents as general agent. He is one of 
the most active and successful general 
agents which the underwriters’ associa- 
tion has had in that city, the member- 
ship under his regime having increased 
about 25 per cent. 


. faith and companionship. 





Greatest Creditors of 
America Are Brides 


SO BARNEY PEARSON HOLDS 





Give All to Men, Trusting They Will 
Be Able to Support Them 
Through Life 





The high point in the sales talks 
made by Barney Pearson at the one day 
congresses is when he asks his audi- 
ence who in America give the most 
credit. There are all kinds of guesses 
from the instal/ment house to Wall 
Street, but the real answer is the brides 
of America. They take their husbands 
when they are young and starting out; 
extend them the credit of their life-long 
It is there- 
fore up to the groom to make good and 
to protect his bride against dependency 
through life insurance. 

And, speaking of credit, Mr. Pearson 
says it is based on three characteris- 
tics: 1, willingness to pay; 2, determina- 
tion to pay; 3, conservative foresight 
which means preparing in advance to 
meet emergencies. 

Mr. Pearson argues that the agent 
should convince the insured that his 
contract is life insurance property, an 
emergency asset. When he buys in- 
surance he is really buying stock in a 
business which will protect him when 
he or his family need that protection, 
and if he should die all his liability 
in the business is cancelled and full 
payment of the principal sum is made 
his estate. 

Mr. Pearson uses effectively a num- 
ber of charts which link the company 
and the insurance with the family. 





‘WAR RISK PREMIUMS TAXABLE 

Article 291 of Regulations 45 pro- 
vides that premiums paid for life in- 
surance by the insured are not deducti- 
ble in computing net income subject 
to tax. The Revenue Act of 1918 
makes no provisions for the deduction 
of premiums paid on insurance issued 
under the War Risk Insurance Act to 
persons who were in the active mili- 
tary or naval service. Therefore, the 
premiums paid on insurance, taken out 
under the War Risk Insurance Act, 
whether or not subsequently converted, 
are not deductible in computing net in- 
come subject to tax. 








Seventy Successful Years 


‘ The year 1921 marks the seventieth anniversary of our incorpora- 
tion. Ever since 1851 this Company has been furnishing unexcelled life 
insurance protection at a low net cost. The $728,000,000 now in force 
shows that the public appreciates the perfect service and square dealing: 
it has always received from the Massachusetts Mutual. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 




























THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





. See 
WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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When Bettger Calls es 
He Makes Just $4.91 


EVEN IF PROSPECT BE OUT 





Former Ball Player Keeps Record of 
Every Move He Makes; Visits 
Mean Cash 





Franklin L. Bettger, former catcher 
of the St. Louis National League team, 
and now with the Fidelity Mutual in 
Philadelphia, was a tremendously popu- 
lar card on the Philadelphia One Day 
Sales Congress program, and if there 
are many ball players who can match 


him the agency managers will be 
haunting the baseball clubhouses trying 
to annex signatures to contracts. 

Bettger is a living example of the 
fact that the man with the system wins. 
He is close to thirty, a splendid talker, 
has a gift of humor, is modest, self- 
possessed and can put over the foot- 
lights in words just what is running 
through his mind. 

Talbot Gave Him the Idea 

Up to three years ago the former 
baseball catcher was just a so-so agent. 
Then, one day he heard President Tal- 
bot, of the Fidelity Mutual, say: “There 
are many methods of selling insurance, 
but the only way that is 100 per cent 
sure is to go out and get it. See peo 
ple and you cannot help sell it.” 

That seemed to be a simple enough 
statement, but it was a very forcible 
one in the opinion of Bettger, who had 
been greatly discouraged. Other mer 
were making good, and he wasn’t. His 
will and energy were there, but he 
hadn’t known how to capitalize them. 
He decided to give life insurance one 
more chance; to keep a record; and 
to convince himself if the reason for 
his non-success was his own incapac- 
ity. So, exactly three years ago he 
began making a record of every call. 
Two months later he had written $55, 
000, which took him out of his rut. 

At the end of his first year Rettger 
had made 1,849 cal’s, and a cai! with 
him means a visit, whether he finds his 
prospect in; whether he sees him. or 
whether he doesn’t. He wrote eighty- 
two applications, with total premiums 
of $10,793; commissions, $4,251.83. In 
brief, each call was worth $2.30. Some- 
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In 1919 


44 General Agencies paid for 
$88,000,900 


Standard Business 
Dividend Scale Maintained, Surplus Increased 








New England Mutual Life Insurance Co. 
Boston, Mass. 
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times he made eight calls without see- 
ing anybody, but he got $2.30 for each 
call just the same. 

“Rven if a man was not in,” he said, 
“| kept going and thus- got just that 
much nearer to the men whom I finally 

te.”” 
This system was so successful that 
Bettger decided for the second year 
that he would adopt a slogan -“Ten 
Calls a Day.” He never averaged that 
many, but that was his aim. Upon 
palancing his books at the end of the 
second year he found he had averaged 
eight calls a day, but his technique had 
improved, his methods were more scien- 
tific, and each call turned out to be 


During the third year he was able 
to build up his calls to 81/5th a day. 
“Now that one-fifth doesn’t sound very 
pig,” he declared, “but when you figure 
the number of days in the year you will 
fnd that it is quite a respectable fig- 
ure.” His average earning per call for 
the third year was $4.91. 

“There are lots of men who spend 
time 2bout the office or in a two-hour 
luncheon social engagement which 
costs them thousands of dollars a year. 
Naturally, they can’t be earning money 
when they are wasting time, and surely 
if you make two, or three or four dol- 
lars a call whether you land an applica- 
tion or not it is worth considering,” was 
his comment. 

A Babe Ruth Story 

Mr. Bettger then told a baseball story 
which struck twelve. He had been up 
to the ball park and had seen Babe 
Ruth strike out twice. As he ap- 
proached the dugout the fans jeered 
him, but Ruth only smiled. He had 
taken healthy swings at the ball, doing 
his best, and was not discouraged by 
his failure. On the third trip to the 
plate he had dented the fence, making 
a home run. On the other hand, Bett- 
ger had seen Evans, a St. Louis player, 
fall down time after time in a pinch, 
although Evans swings just as hard as 
Ruth does and is just as big a man. 
One day, late in a game, with men on 
bases, Evans had let two perfectly 
good strikes sail over the plate without 
deigning to strike at them, which so 
infuriated Bresnahan, the manager, 
that he shouted: 

“What are you waiting for, Evans? 
What are you waiting for?” 

To which the lazy player responded: 
“For the first and the fifteenth of the 
month.” 

All of which led up to a little sermon 
on Mr. Bettger’s part in which she said 
that many agents thought too much of 
what they should be making and spend- 
ing what they did.make rather than on 
the work in hand at the moment, which 
is seeing people with a view to writing 
them for insurance. 





BUSINESS INSURANCE TALK 

R. W. Stevens, of the Illinois Life, in 
an = in the “Illinois Life Bulletin,” 
8ald: 

“Commercial banking, which so fre- 
quently involves the extension of credit 
to business men on their plain notes 
Without collateral, makes it necessary 
that the banker size up his borrower 
and study carefully the business in 
which he is engaged. Then, having 
satisfied himself that under the direc- 
tion of the men running the business 
at the time the loan is made he will be 
Tepaid if those same men continue in 
service, he must further reckon with 
the uncertainty of human life, and it is 
at this point that he inquires into the 

€ insurance carried, and if in his 
opinion it is inadequate to properly se- 
cure his loan in the’event death should 
interrupt the progress of the business 


additional life insurance is insisted 
upon,” 





COMPANY 35 YEARS OLD 
In commemoration of-March 16 being 
= thirty-fifth anniversary of the Royal 
— Mutual Life, the Philadelphia of- 
pine is making a special drive for new 
usiness during the month with the ex- 


Dectation of g i 
$200,000, ecuring a total of at least 


‘Russell Advocates 


Budget System 


BEST WAY TO SAVE INCOME 





Insurance and Philanthropy Should Ac- 
count for 20 Per Ceni, Says 
Phoenix Mutual Official 





“How many of you men keep a bud- 
get system?” asked Winslow Russell, 
vice-president of the Phoenix Mutual 
Life at the One Day Life Insurance Con- 
gress in Philadelphia on Friday of last 
week. Up went seventeen pairs of 
hands. ‘There were 1,100 agents and 
managers present. 


Mr. Russell seemed surprised that 
there were not more arms in the air. 

“How long would you work for a 
concern which does not keep books?” 
was his comment. “Now nothing is 
closer to a man’s heart today than the 
conservation of his income, and every- 
body should have a budget system be- 
cause it is the best way of keeping 
track of and guarding the income to 
be conserved. Of course, it is difficult 
for some men to be so systematic— 
particularly after the 8th of January— 
but it can and should be done.” 

The Model Budget 

Then Mr. Russell outlined the model 
budget. Here it is in percentages: 
giving, 10 per cent; life insurance, 10 
per cent; savings, 8; household (prin- 
cipal, interest, repairs,) 20; food 25; 
clothing, 10; furnishings, 2; fuel, 4; 
light, 1; education, 2; recreation, 2; 
miscellaneous, 6. 

Nearly all the agents present thought 
that 10 per cent was about right for 
the insurance, and Mr. Russell cleverly 
argued that 10 per cent was not only 
right for charity, but should come first. 
There was some disagreement about 
the percentages for recreation and the 
other smaller items, which in New 
York, Philadelphia, Boston and the 
larger cities are not such small items. 

“Nine out of ten men do not know 
how their outgo goes out,” was one 
comment made by the Phoenix Mutual 
vice-president, and his suggestion was 
that the agent approach the prospect 
with the suggestion that he would like 


to be his counsellor on his financial 
matters. 

Some time’ ago Mr. Russell heard a 
prominent business man describe the 
present situation in the commercial 
world as a buyer’s strike. This led him 
to discuss the buyer’s resistance in life 
insurance and how that resistance can 
be overcome. An unusually clever 
chart man, he presented one, showing 
on the left the buyer’s resistance, char- 
acterized as poor measuring stick, 
underselling and incomplete selling of 
individual risks, and fruitless and un- 
successful calls. 

On the other side of the fence is 
the true measuring stick, wisdom in 
advice and bringing into play all the 
agent’s resources. In explaining the 
chart Mr. Russell called attention to 
the hit-or-miss manner of soliciting, ex- 
perience showing that it requires forty 
calls to complete a sale. Thus, the buy- 
er successfully resists the agent thirty- 
nine times out of forty. But more seri- 
ous than that—from the standpoint of 
wasted and misapplied energy—is that 
the buyer generally “buys from some- 
body else.” The speaker told of a 
business man insured by four different 
agents, three of whose names he had 
completely forgotten. One man should 
have done the job so completely and 
well that his personality would always 
be stamped on the mind of the client 
when he thought of insurance. 

“What would you think of a man 
wanting a suit of clothes, who went in- 
to a tailoring shop to be measured, and 
later, upon receiving a box from the 
tailor, opened it to find only a waist- 
coat and a pair of trousers? That’s 
what some of us have been doing. We 
do not furnish the complete suit,” the 
speaker remarked. 

Then Mr. Russell unveiled another 
chart, which he titled, “The Attractive 
Shop.” This is the store of the ideal 
life insurance agent, and it contains 
several shelves. Shelf No. 1 consists 
of knowledge of the agent’s business; 
No. 2, knowledge of the client’s busi- 
ness; No. 3, knowledge of the client’s 
needs; No. 4, will power to make the 
agent see the client. 





- MUTUAL CONVENTION SET 

The annual joint convention of the 
eastern and southern divisions of the 
Mutual Life of New York will be held 
at Atlantic City August 2 and 3. 








Improved Disability Provision 


Claim may be made as soon as disability occurs—no piobationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


.For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York ) 
34 Nassau Street, New York 





Promotions Made By 
Penn Mutual Life 


EACH STARTED AS A CLERK 





Secretary Sydney A. Smith’s First 
Position Was in Actuarial Depart- 
ment; C. A. Wood Began in 1897 





Four promotions at the Home Office 
of the Penn Mutual Life have been 
made, each one of the appointees hav- 
ing started at the bottom of the ladder 
as a Home Office clerk. Pictures of the 





Thos. S. Snowden 
Assistant Treasurer 


Paul Alexander 
Treasurer 


quartet and brief sketches of thir ca- 
reers are presented herewith. 

Sydney A. Smith, who has been made 
secretary, came to the company Octo- 
ber 13, 1890, beginning work in the ac- 
tuary’s department. Several years later 








Sydney A. Smith Assistant Secretary 
Secretary . Charles A. Wood 


he was transferred to the secretary 
and treasurer’s department, being ap- 
pointed cashier in November, 1903. He 
served in this position yntil made as- 
sistant secretary in February, 1914. 
His appointment as secretary went into 
effect January 5, 1921. 

Paul Alexander, who becomes treas- 
urer, also started in the actuary’s de- 
partment in June, 1895. He was then 
transferred to the secretary and treas- 
urer’s department being appointed as- 
sistant treasurer November 1, 1903, 
which position he held until made 
treasurer. 

Charles A. Wood came to the com- 
pany in October, 1897, beginning in the 
purchasing department. Three years 
later he organized and became head of 
the new mailing system and depart- 
ment. Bight months later he was 
transferred to the secretary and treas- 
urer’s department. He has been made 
an assistant secretary. 

Thomas S. Snowden, now assistant 
treasurer, started in the secretary and 
treasurer’s department in November, 
1999. 





IMPORTANT TAX RULING 





Beneficiary Need Not Include In Gross 
Income Insurance Proceeds Paid 
It On Partner’s Death 
ee 

John L. Wakefield, vice-president 
of the John Hancock, has written to 
the field force of that company advising 
them of the following ruling made by 
the Treasury Department: 

“You are advised that the term ‘in- 
dividual beneficiary’ as used in Section 
213 (b) 1, Revenue Act, 1918, is held 
to include a partnership beneficiary. 
Accordingly, a beneficiary is not re- 
quired to include in gross income the 
proceeds of life insurance paid to it 
upon the death of the insured.” 

The ruling is signed by P. S. Talbert, 
acting assistant to the commissioner. 
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Crocker Calls Agents | 
. “Citizen Capitalists” 


HAS POLITICO-ECONOMIC DUTY 


Responsibility His to Oppose Doctrines 
That Would Lead to Despotism 
of Commune 

Walton L. Crocker, vice-president of 
the John Hancock Mutual Life, dis- 
cussed “The Future Responsibility of 
Life Insurance Salesmen” at the dinner 
of the Boston Sales Congress in Ford 
Hall Wednesday evening. He said every 
agent had a responsibility to his pro- 
fession, but the ways of exercising the 
responsibility were as varied as human 
nature. The life insurance salesman 
may study insurance and sales tech- 
nique as a means of training the mind 
and building a solid professional foun- 
dation, but if this education is made 
simply an end and not.a means to a 
given result, the agent will “hobble” his 
mind and not attain what, after all, is 
the real essence of success,— the study 
of men and activity in the business 
world. For practical purposes, said Mr. 
Crocker, “a good acquaintance is more 
to be desired than great learning.” 

Moreover, the individual develops his 
judgment “by standing on it” and by 
absorbing and retaining for himself only 
as much of the counsel and experience 
of his fellow workers as will fit his own 
concept of life and aid in his mental 
digestion. Conventions, sales congresses 
and associations for general better- 
ment all help to keep the life salesman’s 
mind and interest alive, provided he ac- 
cepts these only as aids and adapts 
them to his own use and methods. 

A reputation for good character is 
far better for the agent than the re- 
sort to “opportunist methods” which 
violate good principles as well as good 
taste and bring only monetary advan- 
tage, continued Mr. Crocker. Self- 
reliance and fair dealing in competition, 
even though gained at some cost, inevi- 
tably bears the fruit which invites the 
confidence of clients as well as the home 
office. Such a reputation for character 
is an asset of real value. There is no 
reason why an agent, to a considerable 
extent, should not be his own inspector 
and reporting agency, showing an ap- 
preciation on his part of the underwrit- 
ing problems developed at the home of- 
fice as well as the problems of production 
in the field. There is no reason why an 
agent should not exercise careful, se- 
lective judgment in the risks which ‘he 
presents to the company for acceptance 
and the degree of his success may de- 
pend upon the care shown in submitting 
details to the home office. 

The life salesman’s attitude toward 
competitors will increase respect or ex- 
cite contempt for the whole institution 
of life insurance. If the agent has not 
a standard of good ethics for himself 
in this regard, he loses ground not only 
for himself but the whole institution. 
Fir this reason it is most desirable for 
the life insurance agents to present a 
united front to the public on the sub- 
ject of professional practices. 

Touching on the subject of socialistic 
agitation, Mr. Crocker said that the ag- 
ent is a “citizen capitalist” and conse- 
quently has a definite economic and po- 
litical responsibility. Capital is the 
stored-up surplus of individual produc- 
tion. The ageni is engaged in the re- 
distribution of “capital losses” occur- 
ring through destruction of property or 
the productive power of life. Hence, in- 
dividually and collectively, the agent be- 
comes an effective economic unit and 
consequently the promoter of the capi- 
talistic democracy under which we live. 
As an agent he is a capitalistic factor 
and whether he represents a carrier 
having the outward form of a mutual or 
of capital which charges a price for its 
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PEOPLE 


wrote to us last year and asked for an illustration of our “Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in A0 states. Full level net premium reserves 
Insurance in force over $173,000,000. Faithfully serving in- 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








service, he is promoting and protecting 
capital and this is equally true whether 
he is insuring property or life; whether 
the “capitalist” be a man of large pos- 
sessions or a person of small means 
whose capital may consist only of his 
policy and a modest bank account. 


The insurance structure is closely in- 
terwoven with the existing economic 
system. With socialism and the conse- 
quent surrender of the citizens’ rights 
to the state, the institution would suffer 
along with individual liberty. Naturally, 
the insurance salesman desires to stand 
as “a free man” and he has a responsi- 
bility in opposing those doctrines which 
would erect the despotism of the com- 
mune. 

As an individual the life insurance 
salesman is primarily responsible for 
his own destiny. If he fills the obliga- 
tions to himself he will serve society 
in a corresponding degree. If he lets 
himself drift it is towards failure, but 
if he takes command of himself and 
clings to the ideals of constant better- 
ment—accepting temporary failure only 
as a means to final success—he will 
add daily to his powers and, through 
conscious effort and systematic pursuit, 
carve out for himself a definite pro- 
gram in the field of life insurance. 








MEETING OF SUPERVISORS 

A meeting of the field supervisors of 
the John Hancock Mutual Life was 
held at the home office in Boston March 
14, to discuss with the officers plans for 
the company’s business for the next 
few months. The field supervision has 
recently been reorganized and en- 
larged and the conference became 
necessary to properly coordinate the 
field work. This is the first conference 
of the kind and others will be held from 
time to time. 





CAMDEN APPOINTMENT 

H. S. Bryant has been appointed gen- 
eral agent for the Philadelphia Life 
with headquarters at Camden, N. J., ef- 
fective March 15. He was for thirteen 
years identified with the Aetna Life at 
the home office and at the Philadelphia 
branch. The Philadelphia Life also ap- 
pointed Walter M. Ivey general agent 
at Pittsburgh, Pa. 





Cc. G. HINDSALE DEAD 

Charles Graham Hindsale, who had 
charge of fire insurance protection on 
realty holdings of the Northwestern 
Mutual Life Insurance Company, ard 
one of the company’s oldest employes in 
length of service, died March 5, at Mil- 
waukee, aged 64 years. 
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CO-OPERATION 


| 
INE years ago 15 per cent of ' 
our total licensed salesmen | 


Better selective methods, a thor- | 
- | ough life insurance training, and | 
more complete co-operation with 


Our present plan gives to every | 
| man with whom we contract the I 
advantage of a six weeks’ training 
course at the home office. 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


were producing 80 per cent of the 
company’s business, while in 1920 
| approximately 75 per cent of our | 
salesmen produced 86 per cent of 

the year’s business. | 


our representatives have been 
| largely responsible for this im- 


| Phoenix Mutual Life Insurance Company 





John Hancock Explains 
New Disability Clause 


LIMITATION CLAUSE MODIFigp 





Double Indemnity Feature Adopted. 
Limit is $15,000 on Standard | 
Form of Policies 





The John Hancock Mutual has issyeq 
a statement regarding the many 
changes which have been made jy their 
ordinary policy forms. A condensed ex. 


planation regarding their natire ang 


effect follows: 


The limitation clause, prohibi: ng the 
insured, during five years from date of 
issuance of the policy from engaging 
in military or naval service in time of 
war, has been withdrawn except ag to 
the disability and double indemnity pro. 
visions. All policies issued prior to 
February 1 with the military and naya) 
service clause (except as to the dis. 
ability provision) are considered free 
from this restriction. ; 

The new disability provision has been 
greatly liberalized in comparison with 
the provisions of that nature issued 
heretofore. This form of protection be. 


comes effective as soon as one full an- 
nual premium or an instalment thereof 
has been paid under the policy and the 
disability provision. Furthermore, in 


the event of the insured becoming 
wholly, totally and permanently dis. 
abled, proofs can be immediately sub. 
mitted to the company, whereas, under 
the disability clause issued prior to 
February 1, it was necessary, under its 
conditions, to delay submission of 
proofs for sixty days following such 
whole, total and permanent disablement 
of the insured. Moreover, under the 
present provision, the company will be 
gin the payments of the disability ben- 
efit immediately upon the approval of 
the disability proofs, whereas, under the 
former clause such payments would not 
begin until six months after proofs of 
disablement had been approved. Fur- 
thermore, the amount of the disability 
benefit payable under each $1,000, has 
been increased. The amount payable 
under the new disability clause is on the 
basis of $10 per month per $1,000, total- 
ing $120 per year per $1,000, whereas, 
under the old form, the payments were 
based upon the yearly basis of $100 per 
$1,000 — $50.30 semi-annually — $25.40 
quarterly or $8.45 monthly. In view of 
the increase in the disability benefit 
payments, the rate of the disability 
provision has been slightly increased. 

The double indemnity feature adopted 
by the company, is a valuable and im- 
portant additional provision. The total 
amount of insurance upon which the 
double indemnity feature will be 
granted is $15,000. Thus, if an appli- 
eant for $50,000 of insurance should 
desire the double indemnity provision 
added. and his occupation and physical 
condition warranted the company 
granting this provision, two policies 
would be issued, one for $35,000 with- 
out the double indemnity, and one for 
$15.000 with the double indemnity. 

This provision will be limited to the 
standard forms of policies, such as or- 
dinary life, limited payment !ife and 
endowments. It will not be granted 
on term, joint life, continuous monthly 
instalment or corporation forms of 
policies. 

In no policy will the double indem- 
nity be effective after the insured 
reaches the age of sixty years 

But, should the insured holding 4 
policy of $5,000 with the double indem- 
nity feature, meet with an acci/ent be- 
fore reaching the age of sixty years. 
from the effect of which death should 
occur within ninety days from the date 
of said accident, the company, in ac- 
cordance with the provision under the 
double indemnity clause, would pay the 
face value of the policy—$5,000—also 
the double indemnity of $5,000, mak- 
ing a total of $10,000 payable to the 
insured’s beneficiary or estate. 
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How to Close a 
Man for Insurance 


ADVICE OF CHAS. H. LANGMUIR 





New York Life Man Says Confine 
Energy to Real Prospects, Not 
“Dead Ones” 





A heart to heart talk on insurance 

salesmanship was recently given to 
New York Life men by Charles H. 
Langmuir, assistant superintendent of 
agencies, on the subject “How To 
Close a@ Man For Life Insurance.” 
These are some of his suggestions: 


Your first task should be not to solicit 
insurance, but to seek an interview. 
At the same time you should, in the 
preliminary skirmish, secure the infor- 
mation necessary to make an intelli- 
gent proposal. Well-informed is half- 
written, and well-presented is usually 
the other half. 

Therefore, think out carefully before- 
hand what will fit your prospect’s 
scheme of life; arrange the, points of 
your proposal in a striking and con- 
yincing sequence, and never start to 
present a proposal until you have time 
to close. 

You should train yourself to expect 
always to close the transaction at the 
time when you present the proposal. 
To-morrow, the interest wi'l be less; 
in a week you will have to start all 
over again. 

Find a Quiet Place 

When you are seated beside your 
prospect in a quiet place where you 
will not be interrupted, take out (1) 
your definite proposal, or a clean sheet 
of paper, upon which to emphasize the 
definite points of your proposal; and 
(2) an application blank folded with 
the printed side out, and, therefore, 
ready to be filled in. 

Do your figuring with a pen so that 
you can fi'l out the application blank 
at the right time without fumbling or 
delay. If you see that your prospect 
is not convinced by your figures, let 
him take the pen and do the figuring 
himself. 

Never quote a rate of less than $2,500 
or still better $3,000, $6,000, or $10,000. 
You can instantly calculate the rate 
and cash values on a $2,500 policy by 
dividing the figures in the rate book 
by 4, shifting the decimal point one 
space to the right, or on $5,000 by di- 
viding the figures by 2. . 

Be quiet in manner, but full of en- 
thusiasm. You cannot insure a man 
unless you touch his heart or move 
his wil’, and neither can be done in 
cold blood. 

At the end of your talk, the prospect 
will very likely remain silent, and you 
will be uncertain of the effect of your 
words. Be,careful not to say anything 
to distract his attention or to lessen 
the tension. Your least movement at 
this time is of. importance. 

A good way to close the deal right 
here is to inquire of your prospect about 
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his family history. Ask him if he is a 
“class A” risk. Point out that your 
proposal entirely depends upon that. 
Tell him who the medical examiner is, 
and ask him if he would prefer being 
examined in the Office or at home. If 
he makes the choice, go to the ‘phone 
without another word, and arrange the 
matter with the doctor. 


Implied Consent 

Men are sometimes ashamed of ap- 
pearing too easily persuaded, but more 
often they are really “on the fence” 
and need a gentle push to land them 
on the other side. 

Twenty men will give an implied 
consent to take a policy to one who 
will say “Yes, go ahead.” 

Therefore, seek a decision first on 
some minor point, for instance, “I pre- 
sume you would make your wife the 
beneficiary of such a policy, wouldn’t 
you?” 

Or, “It would be a good thing, 
wouldn’t it, to have $5,000 in the bank 
for your wife if anything happened?” 

Or ask anything to which the answer 
will be “Yes,” whereupon after one or 
more such replies, you can assume that 
the decision is favorable and proceed 
with the application. 

Some agents in closing ask, ‘What is 
your date of birth?” or, “What is your 
wife’s name?” but others start quietly 
filling in the application as they talk 
without asking any questions, and then 
say for instance, “You were born in 
March, were you not?”’, and then 
“What day?” 

Or you can say: “We have two main 
options in the way of dividends. Some 
use the dividends to decrease their pre- 
mium payments, but that is like with- 
drawing interest from the bank. I rec- 
ommend that you leave the dividends 
on deposit at interest.” If the prospect 
agrees to that being the best plan, you 
can draw your line through the other 
dividend options and proceed very nat- 
urally with the application. 

But suppose he has assented to all 
your minor pleas and he still says “No.” 
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Do You Need An 





AGENCY CASHIER 


and 
BOOKKEEPER? 


The advertiser has had more than twelve years’ general 
agency experience and is thoroughly competent to take charge 
of the duties involved in the above position, and wants a 
permanent connection in New York City. 


HAVE EXECUTIVE ABILITY 
Will consider position as assistant. 


Address, AGENCY CASH-BOOK 
c/o The Eastern Underwriter 
105 William Street 
New York 


You must then try to bring the sale to 
a conclusion step by step. For in- 
stance: “You want something of this 
kind, don’t you?”—“This ordinary life 
policy just about suits you, doesn’t it?” 
—‘And would this amount be about 
right, if you could manage it at all at 
this time?” 

Your prospect is likely to answer 
such questions, “Oh, yes, the policy is 
all right. It’s a fine proposition but I 
can’t take it now.” The real obstac'e 
with him, after all, as with most people, 
is probably the lack of ready money, 
but he may not want to confess it, and 
he is secretly relieved that you are go 
ing to let him off. 

So continue, “In a matter of two or 
three months you probably will be able 
to handle this all right, won’t you?’— 
“About the first of August?”’—If he 
responds to this date, you are now in 
position to go ahead with the applica- 
tion, al’owing him until the first of Aug- 
ust to pay his premium. 

Concessions . 

If, however, your prospect has been 
withholding his real reasons for not 
signing, he will now be forced to state 
them; or if he has simply been “stall- 
ing” he will have to come out with the 
fact that from the start he has not been 
a prospect at all, and had no real idea 
of considering it. Such information is 
money in your pocket, for it saves you 
from many future calls. 

Stating this in another way, don’t 
suggest any concession beforehand. 
Hold every such concession to assist 
you in closing the transaction at the 
end. Let the prospect infer that your 
proposition must be on the basis of cash 
down for the full premium. Then after 
you have sold him the idea of the pol- 
icy and he wants it, suggest terms so 
liberal that he will have no excuse left 
to delay. 

But it is possible that your prospect 
is holding off because he has not even 
yet fully grasped the wonderful advan- 
tage of your proposition; so say to 
him, “If you insure, you will do one 
of four things: (1) you will die, (2) 


American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address : 


HERBERT M. WOOLLEN, President 


you will live, (3) you will become dis- 
abled, or (4) you will quit. If you die, 
your family receives $5,000. If you live, 
you have made an excellent investment 
If you become permanently and totally 
disabled, you will receive an income 
for life. If you quit (after 3 years) 
you have saved money you would prob- 
ably otherwise have spent. 

In a nutshel': Keep on bringing at- 
tractive new ideas before your pros- 
pect, keep on interesting him, until 
your resourcefulness outlasts his, and 
time itself comes to your rescue. With 
the application signed and the settle- 
ment in your pocket stop talking and 
depart, remembering always that when 
finally “landed,” a prospect is always 
glad of it and respects you far more 
than if you had been unsuccessful; also 
that when you insure a man in your 
great Company, you make him a friend 
for life. 

Natural Arguments 

Two things you should always bear 
in mind: 1st—That the other man has 
a point of view to which you should 
adapt yourself at every moment in 
thought and word; 2d—that the desire 
for life insurance is lying dormant in 
every man of normal mind, even though 
he may not acknowledge it, and that to 
sell insurance it is necessary only to 
awaken that desire. 

Finally: When you have seen enough 
people you will develop the natura! ar- 
guments and methods that will be per- 
manently the best for you. 





TALKS AT SALES CONGRESS 





George H. Spillane Discusses “How To 
Write Ordinary Business”; Should 
Know Selling Principles 





George H. Spillane, of Lowell, Mass., 
superintendent of the John Hancock 
in_ that city, discussed the subject 
“How to Write Ordinary Business,” at 
the “Industrial Conference” of the 
Underwriters’ Sales Congress in Bos- 
ton March 16. The first step, he said, 
was to understand the principles un- 
derlying the art of selling. There may 
be exceptions where a man with no 
education becomes an artist in sales- 
manship, but with the general run of 
men it is necessary to be grounded in 
fundamental principles: in order ‘to 
make a success. 

With this to start on, the agent must 

determine his point of contact. In 
other words, whom he is to approach 
and how he is to establish the contact. 
Good luck and persistence will assist 
greatly, but systematic study of meth- 
ods is essential. Men who are person- 
ally well equipped to write ordinary 
Insurance do not always pursue the 
right method of contact and therefore 
fail in their efforts to land the prospect. 
Hence the agent must know how to 
utilize his knowledge. 
_ The quality of business written is 
Just as essential as volume, and Mr. 
Spillane believed that it was well for 
the industrial agent to concentrate on 
his debit territory and work it thor- 
oughly. 
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Agents Make Strong 
Fight for Tax Bill 


ARGUE TO EXEMPT PREMIUMS 





Swamp Massachusetts Tax Committee 
With Data—Look for Beneficial 
Results 





By JEROME PHILP . 

(Special to The Eastern Underwriter) 

Boston, March 9.—The strong case 
for exemption of life insurance pre- 
miums under income taxation made by 
Massachusetts life insurance agents be- 
fore the Joint Legislative Taxation 
Committee at the State House is re- 
garded as of more than local import- 
ance and significance and the occasion 
was of peculiar interest because it was 
the first time in Massachusetts, and 
perhaps elsewhere, that life agents ini- 
tiated legislation on taxation of life in- 
surance and conducted an organized 
fight for it. The effort had to brave the 
fact that the Massachusetts budget 
shows a big deficiency and bills increas- 
ing some present tax rates are before 
the committee. 

The life agents under the leadership 
of George Woodbridge, Equitable, of 
Boston, chairman of the legislative 
committee of the Boston Life Under- 
writers’ Association and also of the 
Western Massachusetts Association, 
had a strong group of speakers each 
presenting a different phase of the sub- 
ject. The mass of evidence seemed at 
times to bewilder some members of the 
committee whose chief problem just 
now is to find new sources of revenue. 
The least optimistic among the agents 
regarded the hearing as an important 
“gesture” that should be followed up 
next yéar if the present bill fails, espe- 
cially as the bi-annually elections will 
leave the same members on the tax 
committee. Because the situation with 
which the committee is confronted was 
in. evéryone’s mind, it seemed for a 
moment at the start of the hearing that 
Senator Wesley E. Monk, the chairman, 
was going to apply a “gag” to the ag- 
ents’ plans by limiting the scope of 
the discussion. Leland Powers, former 
assistant attorney general, appeared for 
the agents, outlined their case and stat- 
ed that the different phases would be 
presented by experts. Senator Monk 
interrupted to request that all discus- 
sion of the features and benefits of life 
insurance be omitted as these were well 
understood by the committee. The full 
case was presented as planned, how- 
ever, some reserve speakers only not 
being used. The economic and social 
phases of life insurance were strongly 
stressed by all the speakers. In addi- 
tion to Mr. Woodbridge and Attorney 
Powers, Franklin W. Ganse, Columbian 
National, discussed inheritance taxa- 
tion; W. A. Sullivan, Metropolitan, em- 
phasized the industrial side and Mrs. 
Grace Coleman Lathrop, Equitable, presi- 
dent of the New England Woman’s Life 
Underwriters’ Association, made one of 
the best speeches heard, stressing the 
importance of life insurance to women. 
Mrs. Florence E. Shaal, vice-president 
of the National Association of Life Un- 
derwriters, Giles Blaque and Chas. C. 
Gilman, were reserve speakers who 
were not called upon. 

The committee seemed to expect the 
agents to suggest a new source of rev- 








enue to replace that eliminated by the 
proposed amendment. 


“This money has got to be made up 


somewhere,” said Senator Monk on 
several occasions. 

Mr. Powers had shown that the fees 
for brokers’ and agents’ licenses alone 
—$140,000—more than covered the cost 
of the supervision of a'l insurance by 
the State Insurance Department which 
expense last year was $101,000. 


“Perhaps,” ventured Senator Monk, 
“the brokers would be willing to make 
up the loss.” 

Several of the agents present there- 
upon stated their willingness as holders 
of brokers’ licenses, to pay their share 
if the tax were eliminated from life 
premiums. The fire insurance brokers 
were not heard from. 

The committee was apparently sur- 
prised at times at the boldness of the 
agents’ attack. When Mr. Powers de- 
nounced as unjustified the tax of $870,- 
000 on life insurance !ast year, which 
was equivalent he said to 2 per cent 
on the premium receipts, Senator Monk 
asked if that tax was not similar to the 
automobile tax, that is, a tax for serv- 
ice rendered by the state. 

Mr. Powers: “The service must be 
very great—enormous—to exact the 
highest tax in the commonwealth. I 
understand that life insurance is taxed 
because it is an easy source of rev- 
enue.” 

Senator Monk: “Do you wish this 
committee to understand you to mean 
that the tax on life insurance is not a 
tax for service rendered, but that it is 
taxed as an easy source of revenue?” 

Mr. Powers: “I do.” 

Senator Monk looked puzzled but he 
did not seem to want to pursue the sub- 
ject. From time to time the chairman 
prodded around for holes in the agents’ 
argument. He remarked that he had ob- 
served -that solicitors for charity con- 
tributions used the point that gifts were 
deductible from income for tax pur- 
poses. 

“Would not agents be able to write 
more business if premiums were de- 
ductible?” 

“T hope so.” assented Mr. Powers. 

Attorney Powers to!d the committee 


that the speakers represented the pol-' 


icyholders; that the companies were 
merely the vehicles. 

“There has been a great misconcep- 
tion of life insurance,” he said. “The 
method of taxation applied to this busi- 
ness is most unusual and unfair. The 
total tax levied on life insurance is the 
heaviest of any in the Commonwealth. 
Yet life insurance has a most important 
social value that is of direct benefit to 
the state and it should be fostered, not 
taxed. The companies are taxed one- 
quarter of one per cent on net reserves 
which amounted last year to $870,000. 
There is a definite relation between re- 
serves and premiums as the reserve is 
but part of the premiums set aside. 
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This tax is equivalent to 2 per cent of 
the entire premium receipts. It is a 
tax on the policyholders.” 

Mr. Powers stated that there were 
outstanding in Massachusetts 3,500,000 
policies, 600,000 of which were ordinary 
averaging $2,000 each and 2,800,000 in- 
dustrial averaging $200 each. As the 
great bulk of life insurance is issued 
by mutual companies it is clear, he 
said, that any tax upon that insurance 
is paid by the policyholders. 

Mr. Woodbridge in a forceful speech 
told the committee that this was not a 
movement to dodge taxation, nor one 
for the benefit of any group. It did not 
originate with the companies and was 
proposed for the benefit of the great 
mass of policyholders of the Common- 
wealth. Life insurance, he said, was 
the most typical American institution. 
He explained how the movement ori- 
ginated at the Life Underwriters’ Con- 
vention in Boston last year where the 
agents discussed broad social and wel- 
fare problems touching on their busi- 
ness. “It is a mistaken idea to regard 
the life insurance companies as a sepa- 
rate entity in the business from which 
profits result. In fact, the policyhold- 
ers are the companies. The agents 
furthermore are not really an expense 
loaded on the business but are a direct 
saving to it as shown in the reduced 
cost of insurance made possible by the 
volume written. There was no question 
of profit to the agent involved. He 
stands today as the representative of 
the policyholder. 

“If any company disregarded the in- 
terests of the policyholder,” said Mr. 
Woodbridge, “the agents would tear 
down the home office.” 

He referred to the inefficiency of the 
War Risk Insurance Bureau and said 
that the great bulk of the insurance 
now carried was retained largely 
through the efforts of life insurance 
agents. 

To emphasize the importance to the 
individual of life insurance, Mr. Wood- 
bridge gave two personal incidents, one 
how a $10,000 policy carried by his 
father, made possible many advan- 
tages to him early in life, and the 
other incident, a critical situation in 
the life of a close friend which caused 
Mr. Woodbridge to take out his first 
policy without solicitation. 

W. A. Sullivan spoke from the stand- 
point largely of the industrial insurer. 
His average weekly collections of indus- 
trial premiums is $6,700 and in addi- 
tion he has 12,000 policies for about 
$12,000,000 ordinary insurance. The av- 
erage industrial policyholder pays his 
weekly premium to save his family the 
immediate embarrassment of burial ex- 
pense and sudden cutting off of the 
family income, he said. If the bill be- 
fore the committee were sufficiently 
known to the great body of policy- 
holders, the State House would not be 
large enough to hold the crowd. The 


apathy of policyholders is understood 


by the agents, hence their appearance 
for them. He emphasized the import. 
ance of life insurance as a social wa). 
fare agent. “If there were no ingyr. 
ance,” he said, “there would be a larger 
charity bureau than there is now 
the State House.” Representative 
Greese wanted to know what proportion 
of Mr. Sullivan’s industrial policyhojq. 
ers were income tax payers. Mr. Suljj. 
van thought a relative small number 
would be affected as compared with the 
ordinary policyholders. Mr. Bates, of 
the committee, wanted to know if gj 
groups of persons who might similarly 
be affected by the income tax shoulg 
not benefit by the deduction. 


“Decidedly,” said Mr. Sulliva: 
one who pays a similar voluntarily, self. 
imposed tax should be exempt.” 

The committee seemed to miss a cop. 
structive suggestion for additional rey. 
enue to offset the loss of between $250. 
000 and $300,000 which it was estimat. 
ed would result from the proposed 
amendment. Representative Pond took 
up this thought when it wasn’t being 
pushed by Senator Monk. 

“You realize,” he said, “we have to 
raise revenue.” 

“I realize,” answered Mr. Powers, 
“you have to raise revenue or cut down 
the expense.” 

“Cutting down expense,” responded 
Mr. Pond testily, “is not our business, 
Where do you suggest we place the 
tax?” 

“This is the question,” fired back Mr, 
Powers. “This tax is wrong. It is not 
a question of where it shall fall.” 

Franklin W. Ganse called attention 
to the fact that the inheritance tax 
made the burden on life insurance and 
hence on the policyholders a triple tax 
rather than a double tax. This burden 
was so great that often estates had not 
the cash with which to pay the tax and 
he instanced a special bill recently in- 
troduced in Rhode Island to permit the 
sale of some of the assets of the estate 
to provide the money to pay the tax. 
The attitude of the average man, said 
Mr. Ganse, is “I would like to take more 
life insurance if I could afford it.” If 
you give a man the chance to do so he 
will put more of his money into a form 
which will protect the state from ex- 
pense, hence it is to the interest of 
government to encourage life insurance 
in any way possible. 

Mrs. Lathrop spoke for the interests 
of women, especially for the self-sup- 
porting women in business. She said 
from her experience she knew there 
was a very real fear among se!f-sup- 
porting women that they would become 
dependent and perhaps lack even funds 
for proper burial. The state, she said, 
has recognized the necessity of con- 
tributing toward the future protection 
and welfare -of teachers by state pen- 
sions. Women in business come under 
the same category. The economic 
necessity of re-marrying that confronts 
the average man when the wife and 
mother dies presents features of real 
concern to the state. If life insurance 
money is available at such a time, 8 
housekeeper can be employed for 2 
time at least and the head of tlie fam- 
ily can employ more discretion in the 
selection of one who will train and 
raise the family and can give spiritual 
aspects of the home life attention as 
well as the purely physical. 

R. W. Berge, comptroller of the Old 
Colony Trust Company, spoke briefly, 
saying that his company was in favor 

















Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE-INSURANCE CO. 


PHILADELPHIA 














insects 


a 








A PENN MUTUAL PREMIUM, leas 8 PENN MUTUAL DIVIDEND, 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
is unsurpassed for net low cost and eare of in‘r- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 
On January 1, 1909, rates were reduced and values increased to full 
3% reserve 














“any-, 


















18, 199) 
a 


earance 
import. 
‘ial we}. 
0 insur. 
2 larger 
now at 
entative 
portion 
icyhold. 
v. Sulli- 
number 
vith the 
AC@8, of 
* if all 
i milarly 
should 


1, “any-, 
ty, self. 


3 &@ con- 
ial rey- 
n $250. 
Stimat- 
‘Oposed 
id took 
: being 


lave to 


-owers, 
t down 


ponded 
siness, 
ce the 


ck Mr. 
is not 


-ention 
ce tax 
ce and 
dle tax 
burden 
ad not 
aX and 
tly in- 
1it the 
estate 
ie tax. 
1, said 
> more 
fae 
so he 
1 form 
ym ex- 
est of 
irance 


erests 
If-sup- 
> sald 
there 
If-sup- 
ecome 
funds 
. said, 
’ con- 
ection 
> pen- 
under 
nomic 
fronts 
> and 
f real 
rance 








March 18, 1921 


THE EASTERN 


UNDERWRITER 











—_— 


of the principle of the bill because it - 


would encourage thrift. Senator Monk 
was still looking apparently for a place 
to put the life insurance tax and bland- 
jy remarked: “I suppose any of the 
bank men would be glad to have the tax 
taken off life insurance premiums and 
put upon the banks.” 

In summing up for the insurance 
people, Attorney Powers made a strong 
resentation of the economic and social 
side of life insurance. If the bill were 
enacted the money saved would enable 
the policyholders to purchase 30 per 
cent additional life insurance without 
additional expense to them. He cal’ed 
attention to the interesting fact that 
Italy. a country that is confronted with 
serious financial and credit problems 
and which passed about a year ago a 
most drastic tax law, not only does not 
tax premiums paid for life insurance 
put under the classification imposing a 
capital tax the face of a life insurance 
policy is deductible from capital. 

Irving. F. Shaw, income tax director, 
was the only person appearing in oppo- 
sition to the bill. He said that the 
measure would open up the whole ques- 
tion of general deductions; that the 
committee should consider very care- 
fully the consequences, “How this bill 
is to be administered is more than I 
can see. The difficulties of administra- 
tion are more than insurmountable.” 
He did not elucidate this last objection. 





NEW INCOME TAX RULINGS 





Treasury Department Bulletin Contains 
Information of Interest to the 
Insurance World 





The following income tax rulings is- 
sued in Treasury Department bu'letin 
No. 8-21 are of interest to the insur- 
ance world: 

“If a non-resident alien beneficiary 
of an insurance policy is given the op- 
tion of accepting the principal of the 
policy or of allowing it to remain with 
the insurance company, subject to quar- 
terly payments of interest, the insta!l- 
ment payments are taxable income and 
are subject to withholding, but if the 
beneficiary has no option in the matter 
and is required to accept the install- 
ment payments, the principal being 
payable to another person at his death, 
such payments are held to be a part 
of the proceeds of the policy. Under 
‘the latter circumstances it follows that 
fo withholding would be required, since 
the payments made to the non-resident 
alien beneficiary’ would not constitute 
taxable income.” 

“The reserve set up by a fire insur- 
afice company against unpaid losses is 
hot a reserve required by law within 
the meaning of section 234 (a) 10 of 
the Revenue Act of 1918. The reason- 
ing of this opinion is equally applic- 
able to the similar provision of the 
Revenue Act of 1916 as amended by 
the Revenue Act of 1917 and necessi- 
tates the same conclusion thereunder.” 

“A corporation issuing combination 
Policies of life, health and accident in- 
Sufance is entitled to deduct only such 
portion of the net addition (not re- 
quired by law) made within the tax- 
able year to reserve funds as the com- 
missioner finds to be required for the 
Sima of the holders of said poli- 
cies.” 





Cc. H. LANG DEAD 





Well-Known Prudential Supervisor Had 
Large Acquaintance, Particularly 
in Southern States 





Cyrus H. Lang, supervisor of the 
Southern division of Ordinary agencies 
of The Prudential, died on March 12th 
at his home in Bast Orange, N. J. 

Mr. Lang had been in the insurance 
business all his life. He started with 
the Massachusetts Mutual Life when 
he was fifteen years of age, and had 
been connected with The Prudential 
for over twenty-five years. Mr. Lang 
Was stricken with toxic poisoning while 
in Florida in February. He returned 
to his home this month and was expect- 
ed at his office very soon. 





Life Business From 
Farmers Picks Up 


STAHL OPTIMISTIC 





JOHN M. 





President of Farmers National Tells 
of Gain Over Last Year Despite 
Muddy Roads 





A cheerful view of. the situation 
among farmers is taken by the Far- 
mers’ National Life of Chicago. Presi- 
dent John M. Stahl, of that Company, 
says: 

“Our agents were greatly hindered 
in their work during the first twenty 
days of February because of the very 
bad roads. The frost came out of the 
ground during these days and over the 
greater part of our territory there was 
apparently no bottom to the roads. As 
this is a farmers’ company the condi- 
tion of the roads is a matter of great 
importance to our agents. Hence, we 
were really surprised that during Feb- 
ruary our agents sent in applications 
to a slightly larger amount than during 
February of last year and we were 
most agreeab'y surprised to find that 
our gain of insurance in force during 
February of this year was just 17% 
per cent greater than during February 
of last year. This shows, you wiil see, 
that our percentage of lapsation was 
less this year than last and this is the 
very best possible proof that farmers 
have found themselves, that they have 
greater courage, and that they have 
money to buy what they really want. 

“After all the farm market is the 
most fundamental of all our markets 
and in view of the very heavy drop in 
the prices of farm products, our busi- 
ness is indeed gratifying evidence that 
the farmers will, before long, be again 
in the market as rather liberal buyers. 
I might add that we have not had on 
any contest of any kind whatever 
among our agents and we have not 
offered one dollar of extra inducement 
to them.” 

PHONE RATES TOO HIGH 
(By Cross-Atlantic) 

London, March 7.—The Prudential 
Assurance Co. is up in arms against the 
new telephone rates and threatens to 
eut down their main lines by half. Sim- 
ilar action will, it is anticipated, be 
taken by many other heavy users. 

“The suggestion is,” said the secre 
tary of the Prudential, “that we shall 
cut off half our main lines if the scheme 
is carried through. The majority of 
our calls are incoming ca'ls, and as 
people will no doubt drop their tele 
phones owing to the high rates, we 
shall not require all the main lines that 
we have now.” 








CONNECTICUT EXAMINATIONS 

Insurance Commissioner Mansfield, 
of Connecticut, has advised the legisla- 
tive committee on insurance that he 
would favor a measure requiring the 
insurance department to examine all 
companies in the state. Life companies 
are examined every four years and fire 
and marine companies every five years. 
The commissioner believes casualty and 
other companies should be examined 
once in four years, principally to satisfy 
the requirements in other states. 





POLICIES RAN SHORT TERM 
In the year 1920 the Mutual Benefit 
naid 160 death claims aggregating 
$683,656.60 of insurance on men and 


- women whose policies were issued in 


1919 and 1920. It is noteworthy that 
all of these persons passed the com- 
pany’s rigid medical examination, yet, 
in less. than two years, they died of a 
variety of causes. The amounts ranged 
from $500 to $50,000. 


COL. W. B. DAVIS DEAD 

Col. W. B. Davis, inspector of agen- 
cies for the Reliance Life of Pittsburgh, 
was in Philadelphia in the best of 
health and left for his home in Rich- 
mond, Va., on Saturday March 5, where 
he died the following night of acute in- 
digestion. 





STATE LIFE FUND BILL 

Declaring that an effort should be made 
to build up the state life fund insurance 
law in Wisconsin, the assembly ad- 
vanced the Polokowiski bill which in- 
creases the fees which a person will re- 
ceive for writing a state life policy. 
The state life fund was established in 
1911 and provides that policies may 
be issued upon the lives of citizens in 
Wisconsin for not exceeding $1,000 
each. Because only 35 policies were writ- 
ten during the past two years Assem- 
blyman Polokowiski introduced the bill 
increasing the fee from 25 cents to $5, 
plus ten per cent of the premium. The 
bill was recommended for the death by 
the house insurance committee. A hot 
debate developed over the measure on 
the floor. It was disclosed that the 
fund now has 536 policyholders and it 
was stated that this bill would greatly 
build up the fund. The house reversed 
the action of the committee and ad- 
vanced the bill by a vote of 53 to 8. 
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The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over | 
$4,196,000. 


For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 





New Insurance paid- 
for in. 1920 over 
$95,000,000 


Total Insurance now 
in force over 
$555,000,000 


Bankers Life 
Company 


Des Moines - - lowa 


Geo. Kuhns, President 
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Seventieth 
Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
; Pittsfield, Mass. 

During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with policyholders and agents. 
WILLIAM D. WYMAN, President 

WINFIELD S. WELD, Superintendent of Agencies 
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eral Men,” Mr. Crockett 
of that Company discusses the situa- 
tion as he finds it and tells what he 
says to prospects who are considering 
assessment insurance. 

“Nearly every town has a Modern 
Woodmen of America lodge which a 
few years ago was issuing $1,000 of life 
insurance at age twenty for a premium 
of fifty cents a month or six dollars a 
year. Of course no Old Line Company 
can write anything as low per year and 
it is no use to try to figure the net pre- 
mium p’us the loading and three or 
three and one-half per cent reserve to 
a man who will put up the assessment 
policy against the Old Line for the 
simple reason that he has not brains 
enough to understand it. 

“Very well; now this is the way I 
put it up to a man of this sort: 

“‘*See here. You live 100 years from 
age 20, making you 120 years old when 
you die. How much money have you 
paid into the Modern Woodmen of 
America in 100 years’ time?’ 

“‘Why, $600 of course,’ he will reply. 

“Then I ask him where the other 
$400 will come from to make his $1,000. 
Perhaps he will have _ inte'ligence 
enough to say he will not live 100 years 
after age 20. If so, we assume he will 
live 50 years more making him 70 years 
of age at death. Then he will have 
paid in only $300 and the question is, 
where will the other $700 come from 
to make up his $1,000. 

“Sometimes he will say, ‘From the 
Company’s investments.’ But the 
Modern Woodmen have no investments, 
never did have, never will, wou'd not 
have them if they could. This argu- 
ment may have sime cut holes in it 
that would not get by the Connecticut 
General’s Board of Directors, but one 
thing you can bank on, a man who 
cannot see any choice between assess- 
ment insurance and Old Line will not 
have brains enough to call you.” 


ss 8 
There’s plenty of 
Agents’ sound sense and the 
Ten potentialities of good 
Commandments business in “ten com- 


mandments for — in- 
surance agents” published itn “The Pru- 
dential Weekly Record.” 

1. Thou shalt not wait for something 
to turn up.. While you delay, the other 
fellow beats you to it by turning it up. 

2. Thou shalt not he careless in 
dress. A good personal appearance is 
a strong letter of recommendation. 

3. Thou sha't have no excuse for non- 
production. There can be no excuse for 
not getting business, if you hustle and 
show the low-cost Prudential policy. 

4. Thou shalt not be idle, waiting to 
be told how to do business. Do it the 
best way you can, and you will improve 
with the practise. 

5. Thou shalt not do anything to low- 
er they self-respect, nor the high stand- 
ard set by the company. As a man is 
known by the company he keeps, so 
also is a company known by the men 
it keeps. 

6. Thou shalt not steal the other 
man’s time by being late for appoint- 
ments. He values time, even though 
you may not. Be prompt, keeping en- 
gagements to the minute. 

7. Thou shalt not fail to live within 
If ends don’t meet with 
seven hours’ work, join them with the 
extra commissions easily earned be- 
tween 7.30 and 8.30 p. m. through. sell- 
ing your neighbors Prudential policies. 

8. Thou shalt not be too modest or 


difident. Blow your own horn, and for 


man who represents wealth. The com- 
pany whose representative you are has 
more millions than he ever saw. Brace 
up! You are bigger than you thought. 
It makes a man feel big when he’s with 
a big concern. Our company is it. 
We have what he wants. 

10. Thou shalt not succeed, if a drift- 
er. The drifter loses force with every 
change, but the agent ‘who uses the 
motto “This one thing I do” wins 
every time. Stay put. 

* @ 


“Take out life insurance to 


Insurance pay inheritance taxes, as 
To Meet very few estates have 
Taxes enough cash to take care 


of this tax, thereby making 
necessary the sale of securities to sup- 
ply the needed funds. You can prevent 
this by taking out a policy for this 
specific purpose.” 

The Missouri State Bulletin, in dis- 
cussing the above statement which was 
taken from an advertisement of the St. 
Louis Union Trust Co. says: “We have 
never seen a better direct endorsement 
of life insurance from as high an au- 
thority in the field of finance.” 

s 6s 6s 


The active business man was 
putting all his money last year 
To into so-called good things, in- 
cluding speculative stocks 
which were “sure to go higher,” 
silk shirts at $15 each, motor cars of 
better class than he had owned before, 
and similar investments, says the Home 
Life. In “The Home,” the Company’s 
monthly magazine, it continues: “Many 
business men were flying so high that 
the plain, sensible life insurance agent 
could not talk to him, but now he has 
come down to earth, you can get a hear- 
ing, and what more does a good agent 
want? You can show him where to find 
the money, and tell him how to save it, 
oo he will give you a chance to 
a ba, 





INSTALLMENT PAYMENTS BEST 

Life insurance payable in install- 
ments in a majority of cases gives 
double the benefit to that paid in a lump 
sum immediately after the death of the 
assured, according to an opinion ex- 
pressed by Judge White of the Pro- 
bate court of Cleveland, O. Insurance 
experts everywhere agree with Judge 
White, it having been frequently ob- 
served that insurance money paid in a 
lump sum usually is dissipated in a very 
few years whereas installment pay- 
ments may be lifelong. 
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Against Insurance 
of Unemployment 


DR. HOFFMAN ATTACKS’ BILL 








Prudential Official Sees Propaganda for 
Socialists; Social Insurance Rests 
Upon Theory of Comp usion 





Madison, Wis., March 11.—Unemploy- 
ment insurance as proposed in a bill in- 
troduced into the legislature by Sen- 
ator Henry A. Huber of Stoughton, has 
been made the subject of an attack by 
the representatives of one of the large 
insurance companies of the country. 
The Huber bill was drafted and worked 
out by Prof. John R. Commons of the 
University of Wisconsin. This bill was 
attacked as socialistic by Frederick L. 
Hoffman, vice-president of The Pruden- 
tial Life Insurance Company in an ad- 
dress before the legislature. The Huber 
bill has attracted wide attention among 
mercantile companies and insurance or- 
ganizations. 

“The propaganda for unemployment 
insurance in America,” he said, “is a 
sinister movement fostering the aims 
and objectives of the socialist, and 
communicated through the American 
Association for Labor Legislation, 
which is indifferent to the consequences 
of its propaganda, neither indorsed by 
organized labor nor by organized in- 
dustry. 

“The American Federation of Labor 
is opposed to social insurance. Samuel 
Gompers has time and again given ex- 
pression to his abhorrence of compul- 
sion and coercion on the part of the 
state. Warren G. Stone, chief of the 
Brotherhood of Engineers; Matthew C. 
Woll, president of the International 
Union of Photo-Engravers, and many 
other labor leaders have voiced their 
conviction that compulsory insurance in 
any form is opposed to the best inter- 
ests of organized labor, as it is cer- 
tainly opposed to the functions of vol- 
untary thrift and the highest attain- 


.able ideals in a democracy.’ 


“All social insurance,” continued Mr. 
Hoffman, “is an amplified and. often 
cleverly disguised form of poor relief, 
adopted largely as a palliative to meet 
an inadequate standard of life. It goes 
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it 


contrary to the fundamental conception 
of the Anglo-Saxon countries that wages 
must be sufficient to meet all the nor- 
mal contingencies of the wage-earner’s 
life. The wages must be sufficient to 
enable the wage earner to provide for 
his own future, for his own sickness, 
for his own unemployment and his old 
age in his own way and at his own cost. 
That alone is democracy and economic 


freedom, 

“The substitute proposed implies the 
serious menace of a return to a condi- 
tion of status under which the wage- 
earner’s life is controlled in all its im- 
portant details by the statutory rules 
and regulations of a government depart- 
ment. 


“All social insurance rests upon the 
theory of compulsion. This, in recent 
vears, has been amplified into the ex- 
pression ‘regularization of labor.’ Reg- 
ularization and standardization are shib- 
boleths which hide the truth that the 
lives of the wage-earners are to be con- 
trolled, directed and supervised by a 
bureaucratic force given practically un- 
limited powers of authority as a matter 
of necessity to safeguard state funds 
against imposition and fraud. 

“The alleged social security resulting 
from such measures is also a mere shib- 
boleth, for a security which involves the 
surrender of personal freedom in mat- 
ters most highly valued by persons of 


character and independence is dearly 
bought. From compulsory contributions 
to compulsory labor control is but a 
step. 


“Unemployment insurance in England 
rests upon the same false conception 
as health insurance in that it is claimed 
to be a measure for the prevention of 
unemployment as the latter is alleged! 
to be a measure for the prevention of 
disease.” 





THREE NEW OFFICERS 





W. H. Flanigan, Edward Hezlett ané@ 
George C. Caven Advanced By Con- | 
necticut General Life 


j 





; 

New appointments are announced by. 
the Connecticut General as follows; 
William H. Flanigan is the new assist- 
ant secretary in the life department, 
Edward Hezlett is assistant actuary; 
and George C. Capen is assistant super, 
intendent of agencies. | 
Mr. Flanigan has been with the Com: 
pany for twenty years working succes 
sively in the mail department, renewal 
department, and premium collection 
department of which he was suverin- 
tendent. For the past year he ha: held 
the position of underwriter in the life 
department. His father, the late 
Thomas F. Flanigan, was for ‘hirty 


-years an emplovee of the Compary. 


Mr. Hezlett, Harvard 1913, has been 
doing actuarial work for the past seven 
years, coming to the Connecticut Gen- 
eral from the Travelers in 1915. ‘Ie is 
a member of the Actuarial Society of 
America. He holds the rank of <«cond 
lientenant reserve military aviator 

Mr. Capen is a Trinity College 
uate. 


grad- 





BILL WITHDRAWN 
A bill in the Wisconsin Legi-!«ture, 
providing that life as we'l as ‘ire it: 
surance agents be permitted to p« + part 
or whole of commissions to ofh<r 8 
ents, has been withdrawn. T° life 
agents fought the bill particuler'y. 

















e88, 


age- 


yart- 


tio 


even 


ture, 


eh 


March 18, 1921 


THE EASTERN UNDERWRITER 





— 
os 








Le 


| 


—=—= 

=—=— 
=——— 
=——= 
=— 
=—— 


——— 


i 


AYQANVAANNAAANNATNARAAAN 


eT 





“«;«,;«€,;§;ner 


AUNNNUNANNVANANNNANERNY YET 


il 


| 


: 


i 


TTA 
lh 


il 


| 


“tn 


ii iin 


| 


hi 


i 


| 


HAA 
ia 


i) 
il 


lil 


My 
ay 


' 





Re ane eet See eee 


Insurance 
That 


Insures 





Protection 
That 


Protects 








A Contract For Every Need 





The Equitable 


Life Assurance Society 
—of the— 


United States 


W. A. DAY, President 
120 BROADWAY er heehee The NEW YORK 


The 
Equitable’s 
Complete Circle 


OUNd IWOH 


"SNI ISH 





of 





Protection 


‘RRA 








ie 


| __= 
il i 


Il 





ul 


} 
| 





















































Hye 


| 


| 
! 


en 


I 


| 
| 


vn 


il 


l 


I 
HN 





I 





il 


| 





HA 


Hil 





IH 
HK 


| 


Ti 


ti 





‘cn 


| 
| 


ST, 


Tt 


So 


ail 





12 


THE EASTERN 


UNDERWRITER 


March 18, 1921 





THE EASTERN 
UNDERWRITER 





This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 


_ Manager. The address of the officers is 


the office of this newspaper. Telephone 
2407 John. 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 


Entered as second-class; matter April 
5, 1907, at the Post Office of New York, 


N. Y., under the act of Congress of 


March 3, 1879. 








ONE DAY CONGRESSES 

If the National Association of Life 
Underwriters had done nothing more 
than to inaugurate the One Day Sales 
Congress idea it would have justified its 
existence. Since early in January when 
hundreds of eager agents gathered in 
Dallas to attend the first one of these 
educational conferences more than 20,- 
000 men have listened to the exchange 
of selling ideas. These congresses have 
been a success everywhere, and a sur- 
prising variety of subjects has been 
crowded into the programs. The con- 
stant reminder that the small merchant 
or manufacturer needs insurance is just 
one of the doctrines preached at the 
meetings (day in and day out) which 
will result in the production of many 
additional millions of life insurance. 





PILFERING AND PACKING 

The subject of export packing is re- 
garded as so important in the business 
world that a book of more than 600 
pages on this subject, has just been 
printed. The author is C. C. Martin, 
with several chapters by other experts. 
The purpose of the book is to discuss 
the fundamental principles of export 
packing, and to present a sufficient 
number of concrete examples to serve 
as guides botb in the administrative of- 
fice and in the actual packing shop. 

That this is a subject of widespread 
interest to insurance companies is illus- 
trated by the fact that in 1919 the rail- 
roads of the United States lost $45,000,- 
000 from pilfering. Marine insurance 
companies have. lost millions in pilfer- 
age in the past few years. In marine 
insurance circles the increase in pilfer- 
‘age is ascribed to several factors. First, 
bad packing, especially on the part of 
export concerns which are new in the 
business, houses which came into ex- 
istence during the war. They use 
second-hand cases, thin lumber, too few 
nails, lack of metal strapping, failure 
to use mechanically-tightened straps, in 
other words, they make it easy for 
thieves. Other factors which produce 
heavy losses 2re congested conditions 
existing at shipping ports. In many 
ports stealing is carried on in a scien- 
tific way. It is said, for instance, that 
it is impossible for a ship to reach a 


Chilean port without its cargo having 
been pilfered to a greater or less ex- 
tent. 

So widespread is the interest in pil- 
fering that the British newspapers at 
the present time are running columns 
about it in letters to the editors. In 
this country co-operation between in- 
surance companies, merchants’ asso- 
ciations, wholesalers and others is ex- 
pected to put a crimp into the practice. 

“Export Packing” is published by 
“American Exporter,” New. York City, 
and should have the welcome which 
such an exhaustive treatment of the 
subject warrants. 





RIOT COVERS IN DEMAND 


The prospect of serious labor dis- 
turbances has resulted in a great boom 
in the writing of riot and civil commo- 
tion business in Chicago. More than 
$4,000,000 of such business was bound 
bv one Chicago office last Saturday. 
The bulk of it was. of course, on the 
packing plants and allied industries, 
where the labor situation is extremely 
critical, but several good sized lines 
also have been written on printing 
plants, where there is a possibility of 
a strike, and on some of the big apart- 
ment buildings of the city, where the 
owners are fearful of trouble on ac- 
count of the agitation against increased 
rents and the tense feeling which has 
developed among tenants in some sec- 
tions. 





CALL FOR SPECIAL MEETING 


The Eastern Automobile Underwrit- 
ers’ Conference has issued a call for a 
special meeting to be held on March 22, 
1921, at 2:30 P. M. in the board room 
of the New York Board of Fire Under- 
writers, 123 William Street. The busi- 
ness to come before the special meet- 
ing is: 1. Report upon further develop- 
ments in the New York City theft situa- 
tion; 2. Any other business that may 


* properly come before the meeting. 


The call requests that members be 
represented at this meeting by an ex- 
ecutive officer as the subject matter is 
of vital importance, 





LICENSED IN OHIO 

Columbus, O., March 17.—Ohio license 
has been granted to the New India As- 
surance Company, Limited, of Bombay, 
India. For purposes of service it is rep- 
resented in the state by C. B. Patterson, 
a Columbus attorney. It will write fire 
re-insurance exclusively. 





NEW OHIO AUTO COMPANY 


Columbus, O., March 17,—Authoriza- 
tion to begin writing business has been 
granted by the Ohio insurance depart- 
ment to the Metropolitan Motors Insur- 
ance Company, of Cleveland. It will 
write general automobile coverage. 





NESBITT BRINGS SUIT 
Charles F. Nesbitt, former commis- 
sioner of insurance of Washington, D. 
C., and seven others, have sued the 
Masonic Mutual Life Insurance Asso- 
ciation and twenty-five others for 7n 
accounting. 





COLUMBIA INCREASES LIMITS 

The Columbia Life Insurance Com- 
pany, of Cincinnati, Ohio, has increased 
its limit on risks on all ages up to and 
including 49 years to $10,000. The lim- 
it has heretofore been $5,000. 


$24,000,000 ASSETS 
The Fireman’s Fund increased its net 
premiums last year $4,000,000, the total 
net writings being $19,000,000. The 
Company’s gross assets have now 
passed $24,000,000 and the reserve for 
unearned premiums is $12,300,000. 








A company is known by the agents it 
keeps, 
Letter. 


says the Penn Mnutual News 





THE HUMAN SIDE OF INSURANCE 











L. A. CERF 


Louis A. Cerf, manager in Greater 
New York of the Mutual Benefit, who 
returned to his desk after six months 
illness following a fracture of his skull, 
will hold the annual meeting of his 
New York City Agency at the Hotel 
Astor on March 22. Among those who 
will address the meeting are the var- 
ious officers of the company including 
Vice-President Rhodes, Actuary Papps, 
Superintendent of Agencies Thurman 
and Dr. William R. Ward. It is interest- 
ing to note that the Cerf General Ag- 
ency did more business in February, 
1921, than it did in February, 1919. Of 
course, 1920 was an exceptional year 
and few agencies in the country are 
beating the 1920 record. 

- * co id 





Courtenay Barber, of the Equitable 
Life Assurance Society in Chicago, 
fives this testimonial to life insurance 
in a recent issue of “Agency Items”: 
“T challenge any man in the U. S. A— 
this includes bankers and every experi- 
enced investor—to assume the same 
Nabilitvy under the same conditions that 
a life insurance company can and will 
assume, in guaranteeing a non-fluctuat- 
ing life income for designated persons, 
with the same principal sum which a 
given premium deposit would create. 
Many persons can figure out how it 
could be done, but I have never found 
any such person who would contract 
to do it. It is comparatively easy for 
a well-informed, honest business man 
to give good advice to a widow.in rela 
tion to a safe investment for her cani- 
tal for a limited period of time, but it 
is likewise impossible to give advice in 
the present which may be followed for 
an indefinite period in the future and 
determine exactly what the income re- 
sult will be, not for a day but for all 
the time represented by the indefinite 
period. A life insurance company is 
the only financial agency in the United 
States of America which has the func- 
tion and the scientific system which 
enables it to guarantee results in the 
indefinite future. A trust company can- 
not do it, as it simply acts as the agent 
for whomever they assume trustee- 
ship.” 

* 28 « 

E. Simon Banks, who has been acting 
as correspondent for insurance news- 
papers in Baltimore, and has also op- 
ened an office in Philadelphia, was in 
New York this week. Mr. Banks is 
twenty-two years old, is a prolific copy 
writer, works half the night, and has 
enough pep for half a dozen men. He 
has made a success in insurance jour- 
nalism, and will make a bigger one if 
his typewriting arm holds out in the 
grind for half a dozen papers. 


Louis St. J. Thomas, auditor of the 
Shenandoah Life of Roanoke, Va., has 
been one of the busiest men in the 
country during the last six weeks. ‘he 
actuary of the Shenandoah Life re. 
signed on December 15 and there hag 
been illness in the personnel of the book- 
keeping department since the first of 
the year, which put most of the work 
in connection with the annual staten\-nt 
up to Mr. Thomas. The company iss:ieq 
$5,238,431 in 1920 and has $12,112,184 in 
force. Its admitted assets are $1,127, 
761. 

” ~ + 

Will H. Hays, the new Postmaster. 
General, was a member of the board 
of directors of the United States Fy. 
delity & Guaranty Company until a few 
weeks ago, when he severed all his 
business connections preparatory to 
taking up his duties in President Hard- 
ing’s cabinet. Mr. Hays was connected 
with the U. S. F. & G. as an attorney 
many years before he became a figure 
in national politics. 

+ ™~ * 

Richard C. Budiong, a Chicago news- 
paper man, Will on April 1 become sup. 
erintendent of ageiits of the industrial 
department of the Gefieral Accident. 
Mr. Budlong has been connected with 
newspaper work since his returf from 
military service with the coast artillery, 
He is a son of E. C. Budlong, vice- 
president of the Bankers’ Accident of 
Des Moines, Ia., and secretary of the 
Health and Accident Underwriters’ Con- 
ference, who is well known fot only 
for his ability as a disability under- 
writer but also for his gift of felicitous 
expression, which has made his agency 
bulletin widely read. The younger Bud- 
long has had the princip'es of health 
and accident underwriting instilled in- 
to him from his earliest years, and has 
inherited his father’s ability along both 
of the lines noted. 

*- * # 

Lieutenant Colonel J. Mayhew Wain- 
wright, member of the law firm of 
Barry, Wainwright, Thacher & Syiu- 
mers, 59 Wall Street, legal representa- 
tives of many of the leading marine 
insurance companies and agencies, has 
been appointed Assistant Secretary of 
War by Secretary Weeks. The nomina- 
tion was affirmed by the Senate on 
Monday. Col. Wainwright has been ac- 
tive in military affairs for many years. 
joining the New York National Guard 
in the late eighties. Dufing the World 
War he served as division inspector o° 
the 27th Division in France and Bel- 
gium, and was awarded the Distin- 
guished Service Medal “for cool cour- 
age under fire in supervising details 
affecting troops in the front lines.” 
The new assistant secretary is Senior 
Inspector General of the New Yori. Na- 
tional Guard. During the Mexican bor- 
der trouble he acted as the persona! 
representative of Governor Whitman 
with the State troops on the Rio 
Grande. He has also rendered civil 
service to the State as Assemblyman 
from Westchester for several terms. 

+ + - 


James Ransom, who has heen elecf- 
ed vice-president of the Underwrifers’ 
Association of Hudson County. staricd 
as a boy in the brokerage office of T. V-. 
Nutting, Jr., later was in the office «f 
Hubbard, Eckert & Clark and afier- 
wards with I. Tanenbaum Son «& ‘»., 
leaving the latter firm to enter the lccal 
agency business in Jersey City, witb 
Victor R. Metz under style of Ransom 
& Metz. Upon dissolution of Ransom & 
Metz, he became special agent for New 
York and New Jersey for the Norther 
Insurance Co., of New York, leavin 
that Company again to enter the local 
agency in Jersey City, in his own nate 


FIRM IN BANKRUPTCY 
A petition in bankruptcy has been 
filed against the firm of Goldsmith 
Bros., insurance brokers with an office 
at 91 William Street. 
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Nat] Ass’n Meeting 
Opens in Cincinnati 


cOX. OUTLINES HIS PROGRAM 


Intends to Maintain Stand Against 
Bank Agencies; Wilfred Kurth 
Attacks Reciprocals 





Cineinnati, March 16.—The midyear 
meeting of the National Association of 
Insurance Agents began its sessions to- 
day with an attendance representing 
many of the states in the Union, New 
York being represented by Gilbert T. 
Amsden, Rochester; E. C. Roth; E. H. 
Warner; .N. E. Turgeon, Buffalo, and 
others. New Jersey by Thomas C. Mof- 
fatt; James Ransom and others. 

Among company officials here are H. 
F. Welsey, London & Scottish, and H. J. 
Hogue, Niagara. 

The principal feature at the opening 
session was a talk by Fred J. Cox, presi- 
dent, in which he outlined the principles 
and purposes of the National Associa- 
tion of Insurance Agents. He declared 
that the "National Association did not 
intend to make a labor union out of 
the local agency business and that in 
the matter of agency qualification its 
principal purpose was to keep out of 
the business ignorant men who were 
not able to protect the rights of policy- 
holders and companies. The National 
Association knows that it has not the 
right to ask legislators to keep men out 
of the insurance business merely be- 
cause they are part timers as such an 
attitude would be un-American. 

The two big platforms of the National 
Association are its stand against exten- 
sion of bank agencies and standing be- 
hind the decent, respectable, rightly 
conducted local board. 

From one end of the country to the 
other Cox had been asked by agents 
when would he give word that they 
should send back the supplies of the 
Firemen’s Insurance Company of New- 
ark, but his answer was that never 
would the National Association ask ag- 
ents to send back those supplies. 

He declared that the action of the 
Firemen’s in appointing Louisville Trust 
Company as agent had not met the ap- 
proval of the underwriting or local ag- 
ency fraternity; that the passage of time 
would show the Firemen’s action to 
have been ill advised; that it was un- 
ethical in attempting to take advan- 
tage of adversaries, and that such con- 
duct in the long run would not pay. 

He complimented the Louisville Board 
upon its firm stand in fighting the Fire- 
men's and said that the National Asso- 
ciation would be false to its ideals and 
lacking in virility and manhood if it had 
not stood behind the Louisville Board. 


He said that this was the day of con- 
ference and told how the National As- 
sociation is working in conference with 
insurance organizations of all kinds. He 
cited instances showing how these 
meetings of minds between companies 
and local agents had resulted in good 
to the business. 

He concluded with an appeal to un- 
selfishness. Mr. Cox was. roundly ap- 
plauded and it was evident that he had 
the co-operation of the agents present. 

The president of the Louisville Board 
then appeared on the,platform and said 
that in view of the heavy expenses of 
the National Association and to show 
its appreciation of the Association and 
its spirit the Louisville Board had made 
an assessment on each of its members, 
amounting to five dollars each, and he 
desired to present a check for that 
amount to the Association. 

James L. Case, chairman of the ex- 
ecutive committee, then read a new 
budget plan of the Association which 
will take care of its deficit. 

For the last six months the Associa- 
tion spent $27,865 in publishing the 
“American Agency Bulletin,” while its 
receipts for advertising during that 
period were $14,366. 

Wilfred Kurth, vice-president of the 
Home, said in his address that the suc- 
cess of reciprocals and inter-insurers 
means the annihilation of the stock fire 
business and he would no more harbor 
one in an agency or deal with one than 
he would introduce a leper into his 
family circle. 

The title of his paper was “Kind of 
A Company I Would Represent.” Mr. 
Kurth said he would not represent a 
company that was not decent and fair 
to local agents. He would decline to 
represent a company that offers excess 
commissions or promises to meet com- 
petition in rates, nor any company 
which would be tainted with suspicion 
of proving wanting in an emergency. 
Any company that does not keep its 
obligations to its Associations will not 
hesitate to sidestep its agreements with 
its agents or clients. 

Speaking of brokerage, he said there 
is a proper sphere for the legitimate 
broker, but it is abuses of brokerage 
business which causes irritation. He 
does not understand why agents rep- 
resent companies which are undermin- 
ing the business through illicit rela- 
tions with the buccaneer broker. 

Paying a tribute to local boards, he 
said he would not represent any com- 
pany which did not adhere to and sup- 
port every equitable principle of his lo- 
cal board. 

In speaking of the Richmond bank 
agency declaration of the National As- 
sociation, he said it was moderate and 
well considered and he did not think 
from now on any company will lightly 
regard or ignore it. . 

















-—THE AUTOMOBILE— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000 


ASSETS 


$11,022,207.23 
$6,966,656.56 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Lo er Motor Truck Contents, Salesmen’s Samples, 


Personal E 


ects Floaters, Parcel Post, Tourists’ Baggage. 


Affiliated with 


ETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 
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YZ Wisurance 0. 


OF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 . 
123 William Street, NEW YORK 

















LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 


ONE LIBERTY STREET, 


NEW YORK CITY 


Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 
Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 


Commonwealth Ins. Co. of N. Y. 


Globe & Rutgers Insurance Co. 


United British Ins. Co., Ltd. of London 
New Jersey = Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 


Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 


Telephones: Main 6370-6371-6372 
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I Incorporated 1849 Cash Capital Say 
WALKERTALKS SPRINGFIELD 
Fire & Marine Insurance Company 
m1 St , SPRINGFIELD, MASS. 











Wealth— 
The By-Product 
of 


Service 


The finest things in life are never 
purchased with money. 

Justice, Patriotism, Love, Courage, 
and Unselfishness cannot be “bought 
and paid for.” 

The Hessians fighting the early co’- 
onists at a price of so much per diem 
did not prove a successful investment 
for their masters. 

Genuinely big business men—really 
successful individuals, never have 
worked primarily for coin of the rea!m. 

If the mere accumulation of cash 
were the chief reward in life chaps like 
Schwab and Rockefeller would long azo 
have quit the game, having had for 
years, as everybody knows more money 
than they know what to do with. 

No, the prime essen’ial of life, at 
least to the wise, is not the piling up of 
dollars, but the creation of an Ideal. 
This may consist of building or helping 
to build a great and successful com- 
mercial enterprise, the digging of a 
canal, the construction of a bridge, the 
leadership of a people, the painting of 
a picture, or the performance of a serv- 
ice. 

But, whatever it may be, the mere 
sordid desire to acquire wealth is usual- 
ly absent and when present usually suc- 
ceeds in defeating itself. In other 
words, in the case of most earned for- 
tunes, money has been the by-product— 
“Who so saveth his soul shal lose it.” 


In the.big and broad and successful 
profession of soliciting insurance, it is 
never the mere commission that is the 
motive power. 

Small men may and usually do, work 
primarily for the profit involved, but 
the big man, never. 


His vision is too great to allow it. 

His mind is fixed on someth'ng great- 
er, finer and more magnificent than the 
mere commission. 

He is engaged upon a profession of 
service and he knows that to accom- 
plish his purpose in any great degree, 
his work must not be halted or held 
back by figuriag out in each particular 
instance his own personal gains. 

I know a splendid surgeon in New 
York City. His practice is verv great 
and his income correspondingly large 
and this has been accomplished by rea- 
son of his having consecrated his s*il' 
to the saving and helping of human 
life. 

When his patient lies upon the oper- 
ating table,.no other thought confronts 
him except that of making his effort 
successful—the patient’s bank account 
has no consideration. 

Year in, year out, this specialist 
labors because of two reasons only— 
he knows the world has need of him 
and he loves his work. Profits, monev 
and social position furnish no disturb- 
ing elements to this man, and not 
strangely (for it always happens thus) 
friends multiply—reputation grows a- 
pace, and wealth accumulates. 

To first determine the kind of insur- 


New York Offices 
Metropolitan District ‘mee eae 
. G. Smith, Agent 0 0., Inc. 
" Liberty Finer General Marine Managers 
63-65 Beaver Street 


Service Department 
Geo. A. Hill, Jr., Special Agent 
1 Liberty Street 
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Whose Losses Shall 
the Bureau Adjust? 


QUESTION UP 














ance that will best serve your cients’ 
ends, to point out carefully and con- 
vincingly its main considerations and 
then to get him to accept it because of 
its intrinsic worth, banishing from your 
thoughts for the time being all thoughts 
of personal profit, is one of the most 
splendid labors to which an honest man 
can consecrate himself. 

Learn first to serve, intelligently, un- 
selfishly, painstakingly and then no 
matter what your line may be, there 
wi 1 be but one answer to life’s riddle— 
Success. 


Sh pvage Waetr_ 


IN BALTIMORE 





Agents Allege That Competitors of 
Stock Companies Make Capital 
Out of Bureau Adjustments 





The old question of whether the Gen- 
eral Adjustment Bureau should adjust 
losses of companies not members of the 
Bureau or of unions is up again, this 
time in Baltimore. The situation is dis- 
cussed by the “Baltimore Underwriier,” 
which says: 


“There is at present considerable dis- 
cussion in Baltimore fire insurance 
circles over the question of adjustments 
by the adjustment bureau of losses for 
mutuals, inter-insurers and reciprocals. 
The understanding of the general policy 
here has always been one of refusal to 
handle separate adjustment for non- 





PHILADELPHIA APPOINTMENTS 

Recent Philadelphia appointments are 
Brady & Furlong for the Patriotic; and 
Clarence A. Krouse & Co. for the North 
American National of Des Moines. 








D. H. Dunham, President 

Neal Basset, Vice-President 
John Kay, V.-Pres. & Treasurer 
A. H. Hassinger, Ass’t Secretary 
J. A. Snyder, Secretary 








MECHANICS 


Ins. Co. 
Of Philadelphia 


Organized 1854 





Statement Jan. 1, 1921 
ASSETS and LIABILITIES 


CAPITAL .... 


Reserve Re-insurance 


eer 1,465,929 
Reserve For All Other 

Liabilities «........ 159,357 
NET SURPLUS 564,541 

ree oc $2,789,828 


.$ 600,000 


“ACTUAL MARKET VALUES USED FOR ALL SECURITIES” 


D. H. Dunham, President 

Neal Basset, Vice-President 
John Kay, V.-Pres. & Treasurer 
A. H. Hassinger, Secretary 


“LOYAL TO FRIENDS AND LOYAL AGENTS” 


| FIREMEN’S 


Ins. Co. 
Of Newark 


Organized 1855 





Statement Jan. 1, 1921 
ASSETS and LIABILITIES 
CAPITAL ..... $1,250,000 


‘Reserve Re-insurance 
WE aot Keene «akc 5,191,079 


Reserve For All Other 
Liabilities 1,205,347 


NET SURPLUS 2,086,742 
TOTAL $9,732,168 





Policyholders 
Surplus. $1,164,541 


Policyholders 
Surplus. $3,336,742 











admitted companies, but to handle ad- 

justment problems where admitted com- 
panies were concerned, with non-admit- 
ted concerns also covering, the latter 
being billed for their proportion. Some 
insurance men who represent the li- 
censed and admitted companies have 
been complaining that the mutuals use 
the selling argument that their losses 
are adjusted in the same manner as 
those of the stock companies. 


“Now a question has been raised as 
to whether a certain large loss here 
some few months ago in which only 
nonadmitted companies were con- 
cerned was not adjusted by the bureau, 
the claim being made that the adjust- 
ment was hurried and that the insured 
has been loudly acclaiming the liberal- 
ity of the settlement by the mutuals. 


“Whether or not this adjustment was 
made by the bureau, under a former 
local management at the time, is not 
so much interesting to local insurance 
men as is the broader question of any 
class of adjustment by the bureau for 
non-admitted companies. Some claim 
that the non-admitted could be left out 
of all adjustment by the bureau here, 
| and therefore lose the ‘selling talk’ 


H. M. Gratz, President 

D. H. Dunham, Vice-President 
Neal Basset, Vice-President 
John Kay, Treasurer 

A. H. Hassinger, Ass’t Secretary 








The 
F. & M. Ins. Co. 
Of Philadelphia 


Organized 1853 | 





Statement Feb. 16, 1921 
ASSETS and LIABILITIES 


CAPITAL $1,000,000 


*Reserve Re-insurance 


that their adjustment is the same as 


OO Rinne aren 2,295,788 | that of the stock companies. It seems 
*P-cerve For All not at all unlikely that this point may 
Other Liabilities... 260,940 be forced for discussion before the 


General Adjustment Bureau.” 


NET SURPLUS 449,841 
TOTAL $4,006,570 











The state treasurer of Pennsy!vania 
reports that on March 1 and 2 there 
was more than one million dollars paid 
to the state in payment of the state 
tax on premiums of business written 
in Pennsylvania by companies of other 
states. 





Policyholders 
Surplus. $1,449,841 








“ACTUAL MARKET VALUE USED FOR ALL SECURITIES” 
*As of Dec. 31, 1920. 





Samuel Story, of Samuel Story & 
Son, general insurance brokers of Phila- 
delphia, in an interview in a Philadel- 
phia daily says that there has been 8 
considerable amount of fire insurance 
written lately to cover the increased 
value of property in Philadelphia. 
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Campaign for 20 P. C. 
Flat; 5 P. C. Contingent 


AGENTS CONTINUE AGITATION 






Judgment and Good Taste” in 
Writing Companies 





In its latest news letter the New 
York State Association of Local Ag- 
ents discusses commissions, rates and 
other subjects. 

The. association intends to continue 
its efforts for a 20 per cent flat com- 
mission and a 5 per cent contingent in 
all territories where the present 15, 
99 and 25 per cent commission is paid. 
President Bruns “was directed at the 
mid-winter conference to put this mat- 
ter frankly to the Hastern Union, pri- 
marily on the basis of the equities of 
our case,”-says the association’s bul- 
letin. “It must be conceded that the re- 
adjustment of commissions is some- 
thing that the Insurance Department is 
not at all interested in, in view of the 
fact that non-union companies, equally 
under the supervision of the Depart- 
ment, are paying commissions in vari- 
ance with the Eastern Union companies 
and also that any Eastern Union com- 
pany will take all of an agent’s business 
and pay him 25 per cent on mercantile 
risks, whereas, if they get only half of 
his business they will pay him only 15 
per cent. Members of the association 
are requested to communicate with 
their companies along these lines, put- 
ting the matter. as strongly as good 
judgment and good taste will permit 
and sending to Mr. Bruns copies of 
agents’ letters to their companies and 
the company responses. A special News 
Letter may be issued- within the next 
month on this particular subject. Bear 
in mind that the association is pri- 
marily not asking for an increase in 
commissions. We are simply asking 
justice between agents of the same com- 
panies doing the same character of 
work in the same class of community.” 

The association also calls attention 
to the desire of the agents for imme- 
diate re-rating of the state. ‘“Antiquat- 
ed schedules” and “judgment rates” are 
abundant, it continues. 

In discussing co-operation with com- 
panies the association says: 

“It is specifically drawn to the atten- 
tion of members of the association that 
there is now and has been in,the past, 
a delightful spirit of understanding and 
co-operation between the companies in 
New York State and their agency force. 
The various subjects now under con- 
sideration in which the co-operation of 
the agency force of the state is request- 
ed should be handled in the most 
friendly and tactful way but with the 
underlying thought that each issue 
which the agents are raising at this 
time is justified by experience, and de- 
veloped by the demands of the times 
which require absolute frankness and 
understanding between principal and 
agent in their ultimate common desire 
to best serve the public.” 





AMERICAN’S OLDEST AGENCY 





Ross Office in Morristown, N. J., Has 
Represented Company For Seventy- 
five Years 





The oldest agency of the American 
Insurance Company of Newark, the 
No. 1 agency as it is called at the home 
Office, is that of Edwin N. Ross, of 
Morristown, N. J. Edwin N. Ross’ 


srandfather established this agency and 
it has come down through three gen- 
erations to the present owner. There 
are some companies in the agency 
which have been there from thirty to 
forty-five years. 








J. MILTON YOUNG RESIGNS 
J. Milton Young, assistant manager 
of the Genéral Adjustment Bureau, 
Philadolphia, hag resigned. 





















New York Men Advised to Use “Good 














ORGANIZED 
1853 





Windstorms and Philadelphia 


Here are two subjects that for the past 
few years have been almost total strangers 
to each other—Windstorms and Philadel- 
phia. “It is so rarely that they meet,” has 
been the common belief of the residents of 
that locality, “that we don’t need Windstorm 
Insurance.” 


But last week Eastern Pennsylvania had 
a scare. A severe windstorm struck the 
vicinity of Downingtown, about thirty-five 
miles from Philadelphia, unroofed the rail- 
road station, a paper mill and many homes, 
demolished a hotel porch and caused other 
damage and destruction. 


Very likely Eastern Pennsylvania is “sold” 
on* Windstorm Insurance today. 


There are a great many “Eastern Penn- 
sylvanias” in the United: States, waiting for 


a tornado or a live agent to “sell” them on 
Windstorm Insurance. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 








56 Cedar Street, New York 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Crop Investment, Earthquake, Explosion, Fire and Lightning, 
Flood, Hail, Marine (Inland and Ocean), Parcel Post, Profits 
and Commissions, Registered Mail, Rents, Rental Values, Riot 
and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 





STRENGTH 


REPUTATION SERVICE 















































Can’t Collect Collision 
for Mere Auto Upset 


RULING 





SUPREME COURT 





American Insurance Company Con- 
tended That Ditched Car Was 
Accident, Not Collision 





That the owner of an automobile can- 
not collect collision insurance if the 
automobile was merely upset or tipped 
over is the opinion of the Supreme 
Court in the case of J. C. Bell, of Su- 
perior, v. the American Insurance 
Company. 

The American Insurance Company 
issued an insurance policy on a new 
automobile purchased by J. C. Bell, of 
Superior. To the policy was attached 
a collision clause which provided that 
a loss would be paid if the car is dam- 
aged by being struck by other “auto- 
mobile, vehicle or object.” While the 
car was being backed out from Logan 
avenue it slipped into the ditch and 
turned over. The jury found damages 
of $540. The insurance company ap- 
pealed claiming that this was not a 
“collision,” but an accident. The com- 
pany’s attorneys contended that “if the 
accidental upset of an automobile from 
causes unknown constitutes a collision, 
then every accident that can happen 
to an automobile aside from fire may 
be attributable to collision.” For this 
reason the insurance company a)- 
pealed. 

Bell v. American 

In Bell v. the American Insurance 
Company the court held that under an 
accident policy, insuring one against 
damage resulting to one’s automobile 
“by being in accidental collision during 
the period insured with any other au- 
tomobile, vehicle or object,” no recov- 
ery could be had if the automobile was 
merely upset or tipped over. 

Justice Owen, writing the opinion, 
says: “With the definitions of lexi- 
cographers as a basis, it is easy to dem- 
onstrate that the incident resulting in 
damage to plaintiff’s automobile con- 
stituted a collision. Thus: ‘A collision 
is the meeting and mutual striking or 
dashing of two or more moving bodies 
or of a moving body with stationary 
one.’ Hence the forcible contact of the 
automobile with the earth on the occa- 
sion of the upset constituted a colli- 
sion. Upon its face, this appears to 
be good logic, but the conclusion is 
neither convincing nor satisfying. One 
instinctively withholds asset to the re- 
sult. The reason is that it makes a 
novel and unusual use and application 
of the word ‘collision.’ We do not 
speak of falling bodies as colliding 
with the earth. In common parlance, 
the apple falls to the ground, it does 
not collide with the earth. So with all 
falling bodies. We speak of the de- 
scent as a fall, not a collision. In pop- 
ular understanding a collision does not 
result, we think, from the force of 
gravity alone. Such an application of 
the term lacks the support of wide- 
spread and frequent usage. It is not 
permissible to impute an unusual mean- 
ing to language used in a contract of 
insurance any more than to the lan- 
guage of any other contract. We can- 
not presume that the parties to the 
contract intended that an upset should 
be construed as a collision in the ab- 
sence of a closer association of the 
two incidents in popular understand- 
ing.” 





CENTRAL STATES ADMITTED 


The Central States Fire Insurance 
Co. of Wichita, Kansas, has been li- 
censed to do business in New York by 
the Insurance Department, the admit- 
tance being effective March 2. 





ELECT ATWOOD FIRE 


The Atwood Fire of New York City 
has been elected a member of the Phila- 
delphia Fire Underwriters’ Association. 
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Fire Insurance of 
New York Life 


TYPE OF MORTGAGEE CLAUSE 





How Company Limits Amount of In- 
-surance Accepted on Any One Risk 
in Any One Company 





In its triennial examination of the 
New York Life the New York Insur- 
ance Department says in reference to 
the fire insurance of that company: 

“It has been the custom of the New 
York Life for many years to require 
fire insurance companies whose policies 
the company accepts in connection with 
its mortgages to sign an agreement 
with the company on its prepared 
forms. Your examiners understand 
that this is the practice of at least one 
other life company. The New York 
Life’s form which has evidently been 
in use without change since the practice 
was established apparent'y is based on 
the form then in use by the United 
States Mortgage and Trust Company. 

“The contract gives the mortgagee 
practically all the rights covered by 
the New York standard mortgagee 
clause and in addition thereto, the fol- 
lowing: 

(a) The agreement specially relieves 
the mortgagee of the obligation 
to. notify the fire company in 
case the mortgagee acquires 
title. 

(b) The agreement does not reserve 
the right to either fire insur- 
ance company or mortgagee to 
cancel policy on ten days’ no- 
tice. 

(c) The agreement provides that the 
‘Mortgagee shall be considered 
absolutely insured and subject 
to no plea in bar of its right 
to recover from this company 
under this policy such sum or 
sums of money as shall save 
the said mortgagee from loss 
in consequence of any fire 
which may happen.’ This pro- 
vision does not appear in the 
New York standard mortgagee 
clause and in an opinion by 
the company’s counsel abro- 
gates so far as the mortgagee 
is concerned the co-insurance 
clause. 

(d) The agreement provides that 
should ‘This clause’ by over- 
sight or neglect not be written 
on the policy or attached, .the 
policy should be interpreted 
as it would be ‘if their inten- 
tion to write upon, attach, ete. 
the clause’ ‘had been fully car- 
ried out and effected.’ It is the 
practice not to attach either 
the mortgage clause covered by 
the agreement or the New 
York standard mortgagee 
clause but to make the loss 
payable to the New York Life 
Insurance Company, mortga- 
gee. 

(e) The clause of the New York 
standard form ‘otherwise this 
policy shall be null and void,’ 
does not appear in the contract. 

“The company limits the amount of 
insurance that it will accept on one 
risk from a fire company basing its lim- 
it on the capital and surplus as of De- 
cember 31st of the previous year shown 
in Best’s report. This limit begins at 
$2,500 for a fire company having $200,- 
000 capital and surplus and increases 
to $300,000 for a fire company having 
$6,000,000 capital and surplus.” 


J. O. APPEL PRESIDENT 





Heads Fire Underwriters’ Association 
of Hudson County; James Ransom 
Vice-President; Other Officers 





J. O. Appel, of Bayonne, has been 
elected president of the Fire Under- 
writers’ Association of Hudson County 
at its quarterly meeting last week. 
James Ransom, of Jersey City, was 
elected vice-president; Frank Stevens, 
of Jersey City, treasurer; and Henry 
R. Burr secretary to succeed the late 
Walter G. Muirheid. Louis N. Creigh- 
ton was re-elected to represent the 
Bayonne territory on the executive 
committee, and P. W. Limouge, of the 
Town of Union, was elected to repre- 
sent the North Hudson section. 

The association, composed of casual- 
ty and fire insurance men, is very ac- 
tive at present -in connection with bills 
before the State Assembly, which, -if 
enacted, would materially affect the in- 
terest of the agents, the companies and 
the pub’ic at large. At a recent hear- 
ing in Trenton on a bill-to create .a 
state monopoly of workmen’s compen- 
sation insurance, the association had 
about thirty representatives present. 





WIDER FIELD FOR J. H. BONNEY 

J. H. Bonney, who has been special 
agent in West Virginia and Western 
Pennsylvania for eight years, succeeds 
Robert M. August as special agent of 
the North British & Mercantile, Com- 
monwealth and the Mercantile for Mary- 
land and Delaware and the three coun- 
ties of the “Eastern Panhandle” of 
West Virginia and special agent of the 
Commonwealth and the Mercantile for 
the District of Columbia. 

William H. Cooper, who has been 
general inspector attached to the im- 
proved risk department, succeeds Mr. 
Bonney, becoming special agent of the 
three companies for West Virginia, ex- 
cept the Eastern Panhandle, special 
agent of the North British in Western 
Pennsylvania except Allegheny and 
surrounding counties, and special ag- 
ent of the Mercantile for all of Western 
Pennsylvania. 


HARTFORD TO COVER 
UNUSUAL HAZARDS 


(Continued from page 1) 
make it an insurance proposition by 
getting an average. The Company has 
now reached the point where its in- 
come on these lines has made it a mat- 
ter of insurance from the Hartford’s 
point of view; and thé Company there- 








fore invites all its agents to submit any — 


insurable proposition no matter how un- 
usual, which will receive the most care- 
ful consideration. If the proposition is 
reasonable, honest, and a subject for 
legitimate insurance, the probabilities 
are that a policy can be issued. All 
such risks, however, should be submit- 
ted to the General Manager of the Hart- 
ford Accident & Indemnity Company 
personally.” 





The usual quarterly dividend of 6 per 
cent payable April 1 was declared at 
the regular monthly meeting of the di- 
rectors of the Phoenix of Hartford held 
on March 1, 





A bill has been favorably reported by 


the committee in the lower branch of — 


the Pennsylvania Legislature authoriz- 
ing townships to purchase and main- 
tain fire apparatus. 





Telephone Court 1908 





LOGUE, LOWRIE, 
AGENTS AND BROKERS 


UNLIMITED s<n:iii°20%.x0 SERVICE 
ALL KINDS OF INSURANCE EVERYWHERE 
ARROTT BUILDING, WOOD ST. & FOURTH AVE. 


NIEHAUS & CO. 


PITTSBURGH, PA. 
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PERSONALITY 








“Help Wanted???’ 


Like a bank, an insurance com- 
pany’s goodwill is measured 
not only by its financial strength 
and varied serviceability, but by 
a friendly personality. 

Our constant aim is to develop 
this personality to the highest 
degree of usefulness. 


A real human interest, constant- 
ly demonstrated, in all that con- 
cerns you and your work—not 
only in Fire but all the allied 


.lines—is kept wide awake by the 


daily problems our friends bring 
to us. 





Just now we are striving to help them develop the well-worth- 


while SPRINKLER LEAKAGE line. 


HOW MAY WE HELP YOU? 
Now—Today. 








North British & Mercantile 
Insurance Company, Ltd. 
CECIL F. SHALLCROSS, Manager 


Assistant Managers: 


E. T. CAIRNS 
C. R. PERKINS 


W. T. ALLEY 
C. E. CASE 


R. P. BARBOUR, Secretary 


76 William St., - 


NEW YORK 
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500°Young Examiners 
Hear Boone, See Film 

TRADE REPORTS NEXT TOPIC 

“Sprinkler Night” Proves Big Success 


as “The Menace” Movie Shows 
Perils of Fire 








Attendance of nearly 500 of the 
younger element of insurance under- 


writers, representing upward of 100- 


companies, at the third meeting of the 
Examining Underwriters’ Association, 
at the Engineering Societies building, 
Tuesday evening, gave additional evi- 
dence that this is one of the “livest 
and most progressive of such organi- 
zations in New York 

A carefully prepared address on au- 
tomatic sprinklers, which contained in- 
formation of highest value to under- 
writers, was delivered by E. P. Boone, 
superintendent of the automatic de- 
partment of the New York Fire Ex- 
change. This was followed by a vivid 
and dramatic portrayal of the perils of 
fire in the shape of a moving picture 
entitled “The Menaee,” introduced and 
operated by Ira G. Hoagland, of the 
National Automatic Sprinkler Associ- 
ation. 

The speakers were introduced by 
President J. E. Curtis, manager of the 
Phoenix of London, and at the conclu- 
sion of the program they were felici- 
tously thanked by Vice-President 
Charles C. Dominge, manager of the 
Great American, who also spoke brief- 
ly on sprinkler risks. It was announced 
that at the April meeting “The Value 
of Credit and Trade Reports” will be 
discussed. 

In introducing “The Menace,” Mr. 
Hoagland spoke as follows: 

“The greatest hope of accomplishing 
anything material in arresting the 
great extent of the nation’s fire waste 








H. A. Smith, President 
G. H. Tryon, Vice-President 


National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1920, to New York Insurance Department 
- LIABILITIES 


PTO Tra rer eee $2,000,000.00 

Capital Stock, ft. +i i 
eos heen tattce bSidesccvbddcvedevedcobettee 13-440-443-38 
Net Surplus over Capital and Liabilities. <2. 22.2 ooo eee o 22. 6,057,578.23 


Total Assets January 1, 1920..............+#24,723,963.60 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS...........$8,557,578.23 


F. B. Seymour, Treasurer 

















lies in the awakening of a sense of 
personal responsibility for fires. 
“Among the nations of the Latin 
races for the most part, a fire is a 
crime and a person who experiences 
one is immediately adjudged guilty 
and has to prove his innocence of 


wrong-doing, whether indirectly or 
otherwise. In this great country of 
ours, the burden of proof is not upon 
the person who experiences a fire, even 
though he may be actually guilty of 
either deliberately starting it or of en- 
couraging conditions favoring its in- 
ception and spread, but the powers 
that be, representing the people, have 
to prove the guilt. 

“In the motion picture, “The Menace,’ 
an attempt has been made to tell a 
story on the theme of personal respon- 
sibility. In telling this story, a paral- 
lel is drawn between a man who did 
not realize his responsibility and one 
who did. 

“The man who did not realize his re- 
sponsibility indulged the notion that in- 
combustible materials of construction, 
popularly referred to as ‘fireproof’ con- 
struction, assured a sufficient measure 
of safety to life together with certain 
elementary means of manual fire con- 
trol, and that fire insurance was suffi- 
cient to protect his business solvency. 
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WESTERN DEPARTMENT 
E. A. HENNE, Secretary 
207 West Jackson Beulevard, CHICAGO 








With the increase in the automobile industry in 
the past few years, the necessity for a better 
understanding of the value of automobile insur- 


The American Eagle has prepared a folder enti- 
tled “Yours? Was It Insured?” which will be 
found as interesting as it is valuable. It not only 
gives five sound reasons why a man should insure 
his car, but shows by illustration the losses to 
cars and property suffered by unfortunate car 


Let us help P htc sell automobile policies. 
gle agent finds our advertising 
literature a first-class selling aid. 


AMERICAN EAGLE 
Fire Insurance Company 


NORMAN T. ROBERTSON, President 


HOME OFFICE—80 MAIDEN LANE, NEW YORK 
P. 0. BOX 1030, CITY HALL STATION 
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Cash Capital $1,000,00° 





C. E. ALLAN, Secretary 
Insurance Exchange Building, SAN FRANCISCO 


“An endeavor has been made to por- 
tray the fallacy of these notions. So 
thoroughly has the public accepted the 
idea of so-called ‘fireproof’ construction, 
that it seems to -be thought that this 
sort of construction invests, in some 
mysterious way, a relative incapacity 
for burning to the combustible contents 
of a building. In other words, no mat- 
ter how combustible a thing may be, it 
is safe enough from burning in a ‘fire- 
proof’ building. The fateful Triangle 
Waist Factory fire in New York some 
years ago should have exploded this no- 
tion completely, but it did not have any 
more than a mere passing effect in this 
wise. ; 

“In picturing the parallel of the man 
who realized his personal responsibility, 
it will be seen that he was influenced 
to this realization by a woman, a wel- 
fare-worker. The realization brought 
with it appreciation of the need of 
maximum security from the peril of fire, 
and that this is to be found chiefly in 
automatic control. 

“The picture contrasts the unfortu- 
nate experience of a man who thought 
his personal responsibility was suffi- 
ciently accounted for in ‘fireproof’ con- 
struction and fire insurance with the 
more fortunate experience of the man 
who thought his personal responsibility 
would be best accounted for by provid- 


ing for automatic control. The picture 
illustrates the operation of a sprinkler 
system in automatically controlling fire, 
also the character of the apparatus and 
economic effect of its use. 

“During the past 40 years property 
values to the extent of $7,000,000,000 
have been consumed by fire and fully 
a quarter of a million lives lost. Pic- 
ture in your mind a broad avenue from 
New York to Chicago built up on both 
sides throughout its length and the 
long stretches of buildings all ablaze 
year after year and the carrying out of 
the burning buildings block after block 
of persons killed or injured by fire and 
you will have a graphic conception of 
what the fearful fire waste means.” 





WOOD ALCOHOL PLANTS CLOSE 





Close Watch Kept To Guard Against 
Fires During Extended 
Shutdown 





Underwriters here have been advised 
that a general shutdown went into ef- 
fect on March 1 of the wood alcohol 
plants of Cattaraugus county, N. Y., 
and of Allegheny county, Pa. The shut- 
down may continue for six months, the 
statement adds, as “there is no denying 
the fact that the wood alcohol business 
is entirely absent and has been chiefly 
so since last fall.” 

The correspondent adds that all the 
factories are having careful attention 
as to watchman service and that all 
fire-fighting apparatus is being kept in 
good order. The various companies 
are said to be in good financial condi- 
tion and the lull is not causing serious 
embarrassment. 





BOONE GOES TO BOSTON 
E. P. Boone, superintendent of the 
automatic department of the New 


York Fire Insurance Exchange, left 
immediately for Boston following his 
address before the Examining Under- 
writers Tuesday evening to attend the 
funera! of a relative. 
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STATEMENTS, JANUARY 1, 1920 
AMERICAN EQUITABLE ASSURANCE CO. 


of New York 
Total Assets padhine ee Po Pe eee $1,980,218.71 
Liabilities .......... esi ibis ieee 6 aide 1,179,041.84 
Surplus to Policyholders................. 801,176.87 


KNICKERBOCKER INSURANCE COMPANY 


of New York 
Total Assets ........ A ey eee ee $1,514,188.43 
Liabilities .......... nlite 6uUPsatenec ewe 597,449.67 
Surplus to Policyholders................. 916,738.76 
R, A. CORROON T. A. DUFFEY 
President Vice-President and Secretary 
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Full Cover Auto 
As Seen By Producers 


SOME FAVOR DEDUCTIBLE 





While Others Doubt Advisability of 
Dropping Any Form for Limited 
Territory 





The reception of agents and brokers 
of the news that the Aetna Life and 
Affiliated Companies will discontinue 
writing full cover automobile insurance 
is illustrated by these letters which 
came to The Eastern Underwriter in 
response to requests for statements 
made by this paper: 

A Philadelphia View . 

Robert M. Coyle of Robert M. Coyle 
& Co., Philadelphia: 

“My own feeling is that the Aetna 
Life Companies are taking a wise step. 
Of course, it will be impossible to get 
all of the companies to join with them 
and stay joined. There is something 
wrong in the automobile business which 
seems to preclude any concerted action. 

“When the automobile industry itself 
was new, it attracted many people to 
it who had been associated previously 
in the sporting e'ement, and. many of 
them had been old bicycle racers. These 
men seem to have left their impression 
on the automobile trade, and that im- 
pression seems to have extended to the 
automobile insurance field. 

“Those of us who have tried to get 
agreements signed and lived up to by 
the various companies doing automo- 
bile insurance have found it impossible, 
and when we get back as far as we 
can underneath to find a reason, it gen- 
erally appears that some automobile 
dealer, who has gotten into the auto- 
mobile insurance business, either di- 
rectly or by some subterfuge, is at the 
bottom of the trouble. 

“In the fire business, while our agree- 
ments are not perfectly lived up to, 
we have a feeling of safety, knowing 
that when we give a rate, nobody can 
beat it, but that is not the case in the 
automobile insurance business, and 
more is the pity. 

“We find in our practice that many 
of our customers who are careful in- 
surers insist on the full cover, and we 
find also that some of these same own- 
ers, on -having small losses, do not 
make claims. If they knew they could 
not get anything, they would be per- 
fectly satisfied with a deductible clause, 
even up to $100. 

“Tt is our judgment that a man who 
owns an automobile and cannot afford 
to take a $50 risk on it is himself a 
poor risk, and no company can make 
any money out of him in the long run. 

“As a matter of safety for the people 
at large, I would think it were within 
the province of the police powers of the 
State to limit the liability of companies 
so that at least $50 would be deducted 
from every claim. This would certain- 
ly make more careful driving.” 

Field & Cowles’ Statement 

“We have your favor in regard to dis- 
continuing to write the full collision 
automobile coverage in a certain terri- 
tory. Our experience has shown that 
no form of collision insurance is ex- 
tremely profitable. It further shows 
that the full collision insurance loss 
ratio is slightly higher than on either 
of the other forms. It does not seem 
to us, however, that it is possible to 
give up writing any one form for a 
limited territory. Either the entire 
clause should be given up for all terri- 


tory, or else, all forms should be given 
up for a limited territory. 

“We do not believe that the experi- 
ence of the companies in general has 
been any more unsatisfactory for the 
full collision clause than for the de- 
ductible.” 

Marsh & McLennan Views 

Marsh & McLennan, New York, said: 
“Replying to your favor we hold to the 
position that any risk is insurable at 
some rate, In our opinion it is a mis- 
take for any carrying company to de- 
cline granting full collision cover on 
automobiles. 

“The fundamental principle on which 
insurance companies are organized is 
the one of giving protection to the own- 
ers of property and so far as full colli- 
sion on automobiles is concerned, we 
believe a rate should be established 
based on experience, and such owners 
of automobiles as are willing to pay 
this rate, are entitled to the protection. 

“We are not in sympathy with the 
theory that the majority of automobile 
owners who are responsible should be 
deprived of this rightful protection be- 
cause of the carelessness of a few irre- 
sponsible owners.” 

As Seen by Hamilton & Wade, Inc. 

Hamilton & Wade, Inc., New York, 
said to The Eastern Underwriter: “We 
are in receipt of your letter of March 
10th asking for our opinion in regard 
to the Aetna Life and Affiliated Com- 
panies’ recent announcement that they 
will discontinue writing fyll collision 
insurance in certain metropolitan terri- 
tory. 

“Fortunately, we have a class of cli- 
ents who give to the insurance com- 
panies very few losses and this is one 
of the reasons perhaps why we have 
always advised our customers to buy 
deductib!e collision insurance. 

“We are also very strongly of the 
opinion that most of our customers who 
operate cars are able to stand the first 
$50 of any one loss and, by doing this, 
they can have their small repairs made 
at any time and at any place that they 
desire, and their cars can be kept in 
use at all times. Of course in case of 
a catastrophe, where the collision 
claim is very heavy, all of our cus- 
tomers are glad to be reimbursed by 
the insurance company. 

“We are inclined to believe that the 
small losses on collision claims, where 
cars have -been repaired at various 
service stations, have produced a very 
heavy cost on insurance companies. 
We believe this method of settling 
claims, by allowing various service 
stations to repair cars, is one 


of. the reasons for the heavy loss ratio 


on the collision coverage and, if the 
companies would insist on having re- 
pairmen, in whom they have confidence, 
make the repairs necessary on the as- 


‘sured’s’ cars, we believe they would 


save themselves a considerable amount. 
of money and the charges for insur- 
ances, which, at the present time are 
very heavy and which have been con- 
stantly increasing in the past, would 
begin to show a decline. 

“We are always willing to cooperate 
with our assureds and companies with 
whom we deal to see that, not only our 
assureds, but the companies receive 
fair treatment in the settlement of 
losses and we believe if this fair treat- 
ment was universal, the question of 
claims would not be anywhere near as 
high as at the present time. 

“In truth we are heartily in accord 
with the Aetna and its Affiliated Com- 
panies and, should there be a general 
ruling of all companies that nothing 
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J. E. STONE & CO. 
FIRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 
710 FIRST NATIONAL BANK BUILDING 
-Bell Telephone, Court 2483 


PENNA. 








but deductible collision insurance would 
be sold, we would be satisfied and be- 
lieve that im the end it would be bene- 
ficial to the brokers, assureds and com- 
panies.” 





TO MOVE LIQUIDATION BUREAU 

The Liquidation Bureau of the State 
Insurance Department will move from 
its present offices, 338 Broadway, to 110 
William Street, about May 1. The new 
quarters of-the bureau will be on the 
twentieth floor of the William Street 
address. 
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“STRONG AS THE STRONGEST” 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1854 
Losses Paid - - - $117,000,009 
Losses Paid in U. S. $44,000,009 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








— 





of Wetertonn 1%. 


E. A. MORRELL, 205 Walnut Place, 





. Autemobile, 


JAMES J. GARLAND, 514 Eighth Ave., ” Brooklyn, Special Agent 


E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Beston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ 
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Campbell Agency = 
Walter Morris’ Sons’ 1 
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Little & McClure 1899 
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ROSSIA INSURANCE COMPANY. | 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 
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OF NEW YORK 
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LIBERTY UNDERWRITERS OF NEW YORK 


Home Office: Squire Building, Eighty-one John St. 





in-Fact, . 





Underwriters Subscriptions $525,000.90 


Local Agents. with.limited facilities can -increase 
their underwriting capacity to a considerable extent 
) by ‘communicating with Squire Co., Inc. Attorncy- 


New York City 
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Asks Press Support 
of Deductible Writing 


LETTERS SENT AUTO EDITORS 





Aetna Life Companies Feel Their Cover 
Limitation Attitude Will Meet 
General Approval 





Following the action of the Aetna 
Life and Affiliated Companies in decid- 
ing to discontinue writing full cover 
auto insurance in certain metropolitan 
territory, and to write only deductible, 
the nanager of the brokerage and serv- 
ice department of the company sent this 
letter to the automobile editors of daily 
newspapers in Greater New York: 

Dear Sir: In reference to the matter 
of the radical action taken by the Aetna 
Life Insurance Co. and its Affiliated 
Companies, the Aetna Casualty & Sure- 
ty Co. and the Automobile Insurance 
Co. whereby, effective today, these 
Companies will discontinue writing full 
eoverage automobile collision insur- 
ance, accepting risks located in the 
boroughs of Manhattan, Bronx and 
Brooklyn only under the $50 and $100 
deductible forms, we feel confident of 
the support of the higher type insur- 
ance brokers and agents as well as of 
the better class of automobile owners 
and the public generally. We invite the 
support of the press. 

In the face of constantly increasing 
traffic accidents and a consequent in- 
creasing loss experience in automobile 
insurance, a further increase in rate 
could have been made to cover this sit- 
uation, but in the judgment of Presi- 
dent Morgan G. Bulkeley and his asso- 
ciate officers of the Aetna a more effec- 
tive and constructive course shouJjd be 
pursued and it is thought that the psy- 
chological effect on the irresponsible 
or careless automobile owner who, un- 


der the Aetna’s plan, must continue to 


bear $50 or $100 of each of his collision 
losses, wil be that such driver will be 
more careful in the protection of his 
own pocketbook. So far as the respon- 
sible and careful operator of a car is 
concerned, he is benefited because of 
decrease in the danger to him created 
by the carelessness of the irresponsible 
driver. That the public generally will 
benefit by improved safety of street 
traffic is, of course, obvious. 

So far as the Aetna is concerned, by 
taking this step individually these com- 
panies expect to lose business, but they 
are prepared to accept that situation if 
in the action they have taken a sub- 
stantial benefit accrues to the commun- 
ity generally. 

As a further step toward improve- 
ment in the automobile situation you 
wi'l note from the attached bulletin and 
enclosure, sent to the insurance fra- 
ternity generally, a suggestion ‘that 
every insurance man advocate the 
equipping of cars with approved locks. 
The direct contact of the insurance man 
with his customer (the car owner) 
gives him the opportunity of doing this 
and the insurance companies, in reduc- 
tion of rate for the approved lock, also 
encourage the use of such lock. The 
effect of greater activity along these 
lines is plainly to discourage the thief 
and to reduce crime. 

We believe that, in this movement 
inaugurated by the Aetna Companies, 
co-operation of various bodies interest- 
ed and identified in motor traffic and 
public safety is assured, and we further 
believe that if the facts are well out- 
lined to the automobile owners, those 
who are earnestly anxious to avoid ac- 
cidents and to improve conditions will 
also heartily support the plan as out- 
lined. 

President Morgan G. Bulkeley, of the 
Aetna Companies has, during his long 
public career, personally supported so 
many movements designed to serve the 
public in one or another form, and his 
reputation is so well known in that re- 
spect that it might be of added inter- 
est in your article to mention his per- 


Ely Explains Aetna’s 
Automobile Decisions 


LOSSES EXCEEDED 100 PER CENT 








Necessary to Compel Car Owner to 
Take Preventive Measures Against 
Losses; Raising Rates Impractical 





Edmund Ely, manager of the automo- 
bile and aircraft departments of the 
Aetna Life and affiliated companies, ex- 
plained the reasons for the Aetna’s de- 
cisions to write deductible collision cov- 
erages exclusively and theft insurance 
on private and pleasure type cars in 
Manhattan, the Bronx and Brook yn 
only when these cars are equipped with 
an approved locking device, at a meet- 
ing of insurance brokers on Monday. 
He surveyed the automobile situation 
in general, discussing the various evils 
now in existence and the methods by 
which the Aetna believes these condi- 
tions can be remedied. Among the 
principal problems now facing all auto- 
mobile underwriters are those of over- 
insurance, writing valued policies, un- 
restricted theft coverage and full colli- 
sion coverage. Irrespective of moves 
that may be taken by other stock insur- 
ance companies, the Aetna Casualty 
and Automobile are acting in their own 
defense and for what they consider ul- 
paar d the best interests of the pub- 

In reviewing the present situation, 
Mr. Ely reminded the brokers that all 
insurance rates were predicated a few 
years ago on abnormal conditions when 
every one was making money and when 
the moral hazard was not involved. 








sonal interest in and support of the 


present action of the Aetna Companies” 


as being in accord with public po.icy. 


The number of automobiles in use 
grew tremendously and the current 
period of business depression naturally 
brings acute moral risks and an in- 
creased congestion of cars, causing 
more collision and liability losses. In- 
surance companies must increase their 
rates, the speaker declared, at a time 
when the public is demanding a reduc- 
tion of costs if they insist upon con- 
tinuing to Write ‘automobile insurance 
under the present policy conditions. 

During the war when pleasure auto- 
mobiles were scarce and the demand 
exceedingly great, prices rose rapidly. 
The public thought in terms of high 
values. Now that the market is crowd- 
ed with cars, it is difficult to educate 
owners that they should not be over- 
insured and that instead indemnifica- 
tion for losses should be based on the 
current value of an automobile and not 
on the original sales price. Over-insur: 
ance, he said, is one of the most ob- 
noxious problems underwriters have to 
face. The valued policy also is bad 
and linked closely with the question of 
over-insurance. 


Thefts Constantly on Increase 


Automobile thefts are constantly on 
the increase, said Mr. Ely. There are 
hundreds of persons who look to the 
insurance companies to keep them in 
tires. Moreover, over-insured cars are 
more liable than others not to be 
watched closely so long as the owner 
feels himself fully protected in case the 
car disappears. These theft losses 
must be reduced. Rather than increase 
rates, the Aetna has decided to make 
approved locks mandatory in the three 
boroughs of New York, as already men- 
tioned. 

Turning to the collision problem, Mr. 
Ely stated frankly that he does not 
think it can be improved and told the 
brokers that full coverage is no longer 
an insurable risk. The underwriters 
find it absolutely impossible to gauge 
the hazards involved on each applica- 
tion because they generally have little 
knowledge of the prospects’ histories. 
Today honest owners are compelled to 
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chip into a fund to pay for a host of 
improper claims. If each policyholder 
was forced to contribute something 
himself when a loss occurs, both the 
normal and moral hazard losses are 
bound to decrease and responsib’e 
drivers will no longer be penalized for 
others’ carelessness. 


With the deductible clause contained 
in the collision policy, owners of cars 
will exercise better judgment in the 
choice of their chauffeurs and in the 
end this will result not only in a de- 
crease of collisions but a'so of acci- 
dents involving liability losses, in the 
opinion of the speaker. Eighty-five per 
cent of a risk lies in the care of the 
operator and all measures that tend to 
bring about more careful driving are 
beneficial both to the owners them- 
selves and to the insurance companies. 


Hope For General Support 


“We hope for the support of ‘the 
other. stock companies,” Mr. Ely told 
those present, “but on our own account 
we find the situation is so serious that 
we must take the steps that we have 
done. We firmly believe they are in 
the interest of everybody. We do not 
want to lose business nor do we care 
to continue to pay these enormous loss- 
es. No underwriter can write insur- 
ance in New York with these rates and 
conditions without a 100 per cent loss 
ratio. Premiums for full coverage in- 
surance on the average car amounts to 
thirty per cent of the list price and 
the public is justly complaining against 
this exorbitant charge.” 


In answer to a question put by one 
of the brokers who intimated that 
heavy losses could be cared for by a 
big increase in rates, Mr. Ely said that 
jumping rates would be injurious. to 
sound underwriting, for the higher the 
rate, the poorer the class of business 
the company receives. The reputable 
and well-to-do owners would go unin- 
sured rather than pay tremendous in- 
surance charges, while the persons 
who insured to recol'ect their premiums 
from the companies won’t mind rate 
changes. 
merely a loan anyway and by one 
means or another they get it and more 
besides before the policy expires. 


Another broker asked Mr. Ely 
whether, assuming that a locking de- 
vice-on the car is mandatory, the car 
would be held covered if stolen when 
the owner left the car unlocked, intend- 
ing to return in a minute, but however 
is delayed for some time. Mr. Ely said 
that under such conditions companies 
have usually paid losses although the 
assured is expected always to use due 
diligence and care and not make it a 
practice of leaving the car unlocked. 


The ever present mutual problem 
naturally found its way into the dis- 
cussion. Several brokers expressed a 
belief that a lot of insurance now writ- 
ten by the stock companies would go 
to the mutuals if the latter maintain 
their rates. Mr. Ely sees no alarm over 
an influx of business to the mutuals, 
because the longer they write automo- 
bile risks at inadequate rates, the 
sooner they will have to dissolve. He 
does not find mutual competition trou- 
blesome in the East. It is more acute 
in the Middle West and even there mu- 
tuals and reciprocals are disappearing 
daily. 

John §S. Turn, local] secretary of the 
Aetna and affiliated companies, assert- 
ed that liability and property damage 
risks were the only ones profitable the 
country over and none of them paid in 
metropolitan areas. He believes pol- 
icyholders ought to carry greater 
amounts of liability insurance, say from 
$20,000 to $40,000, because it is better 
for the assured to be protected when 
a life is lost, than when his car merely 
suffers damages to the extent of $50 
or $100. The full cost of the best pro- 
tection, including broad liability limits, 
is less when the assured takes a de- 
ductible policy than when he demands 
full coverage on collision risks and in- 
sures himself for only a small amount 
against the liability hazard. 


To them the premium is. 


No Building Boom, 
Says Sheldon Catlin 


DROP IN PREMIUMS GENERAL 





But Situation Does Not Call for Pessi- 
mism, Says Insurance Co. of 
North America Officer 





Despite the fact that the newspapers 
are full of reports of a building boom 
and despite the fact that contract un- 
derwriters declare this year will be a 
banner one in that line, Sheldon Catlin, 
of the Insurance Company of North 
America, declares that there is very 
little to the building boom. 

“We have a department here,” he in- 
formed The Bastern Underwriter cor- 
respondent, “whose duty it is to watch 
the newspapers all over the country for 
building permits and then send the 
brokers and agents notices so they can 
follow it up. 

“The building boom is very disap- 
pointing. The man intends to build but 
after he has received all the bids, he 
finds the price too high and decides to 
wait until later. I should say that some- 
thing like three out of every five that 
take out building permits actually do 
build. 

“And, as we had looked for the build- 
ing boom to displace any premium drop 
due to lower stocks, etc., you can see 
just why the situation in the building 
line is disappointing. 

“However, we are not pessimistic. 
Instead we.are optimistic of 1921. We 
expect a drop in the premium income 
and a slight increase in the loss ratio. 
Those things are natural and there is 
absolutely no reason why there should 
be any pessimism or long faces on our 
part.” 

Mr. Catlin was questioned by The 
Eastern Underwriter as to whether 
every section of the company was re- 
porting a drop in premium income and 
whether there was, not one section that 
stood out.as better than the rest of the 
country. 

“The drop in premiums is general,” 
he replied, “but we have received less 
complaints from the Pacific Coast than 
from the rest of the country. Collec- 
tions everywhere are rather bad. But 
there is no depression and conditions 
are getting back to normal rapidly.” 





RADICAL RESOLUTION 
The Allegheny County 
consider the following resolution: 
“Resolved, That all mention and (or) 
reference of limitation of agencies and 
compensation to agents appearing in 
by-laws, rules, regulations or elsewhere 
of the Board of Fire Underwriters of 
Allegheny County are hereby expunged 
therefrom.” 
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UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
Property Damage. 





March 18, 199; 
A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OL) 


Head Office: 100 WILLIAM ST., NEW YORK 













Board is to 


CENTRAL FIRE OFFICE, Inc., 


FIRE---STRIKE--CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE~-AUTOMOBILE 
Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 


- General Agents for Above Territory 
American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, Ill. 
Importers & Exporters Insurance Co., of New York 
Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, DL 


National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 


(ncorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1920 
Cash Capital .......$ 1,000,000.00 
Assets 10, 748,246.87 
a including 
Capita 7,688,598.89 
Net ~~ 8,109,647.98 
lus to Policy 


Sur 
Holders ........... 4,109,647.98 


709-717 SIXTH AWENUE. Grr dist Street, 
NEW TORE : 


UNITED STATES 
HORATIO N. KELSEY, 


Established 1862 


110 William St., New York, N. Y. 


BRANCH 
Manager 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business Phones John 


100 William Street 





New York, H. Y. 
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NEW YORK STATE DEPARTMENT. 


SUPERIOR \FIRE INSURANCE CO. OF PITTSBURCH, PA 
ALLEMANNIA FIRE INSURANCE CO. OF PITTSBURGH. PA 
CAPITAL FIRE INSURANCE CO, OF CONCORD, N.H. 
GEORGIA HOME INSURANCE CO. OF GOLUMBUS,. GA 
UNITED AMERICAN INSURANCE GO. OF PITTSBURGH. PA 


PERCY B. DUTTON, Manager, ROCHESTER 





AGENCY 


Great Lakes Insurance Co., 





Brooklyn 
London & Scottish Assurance 
Underwriters at American Lloyds 






UNDERWRITING 


Manufacturers Insurance Co., of Amerie 


and. Long Island City Agents 
Co., London, Eng. 
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No One Can Solicit 
Strike Insurance Here 


\GAINST LAW, SAYS PHILLIPS 





Daily Newspapers Had Run Stories 
Saying That This Business Was 
Being Solicited Here 





Superintendent Phillips, of New 
york, said to The Eastern Underwriter 
this week that there is no law in New 
York State which permits any com- 
pany to write strike insurance and, 
therefore, if the Employers’ Mutual In- 
grance & Serviee Company, of Ba!ti- 
more, is operating in this state, it is 
doing so illegally. A representative of 
the New York Insurance Department 
called at the office of a man who it is 
gid has béen representing the Balti- 
more company, but he denied that he 
was soliciting business, declaring he 
was merely presenting the subject to 
the attention of employers. 

A bill has been introduced into the 
New York Legislature which will per- 
mit the writing of strike insurance. 
However, it has not been passed. 

Sometime ago an investigation was 
made of the activities of the Baltimore 
concern by Hugh Frayne, general or- 
ganizer of the American Federation of 
Labor. His investigations were to the 
efect that millions of dollars of strike 
insurance had. been solicited, particu- 
larly in the printing trade, and that 
much of this insurance was in effect. 
Major George L. Berry, international 
president of the International Allied 
Printing Trades’ Association, made 
this statement: at a recent convention: 
The International Allied Printing 

des’ Association in session directs 
the undersigned to officially protest 
‘ky action of the Employers’ Mutual 
%’ke Insufance. Company writing 
‘ike insurance in New York State in 
firsiition to existing state laws. 

ig company is soliciting strike insur- 
itre through its representative with 
ces at 3 East Twenty-ninth -Street, 
York City, and our advice is that 
h action is;in violation of the insur- 
afee laws. We hold that strike insur- 
e is contrarv to public policy in that 
itffenconrages discord between employ- 
and employes.” 
he representative of the Baltimore 
cern called upon by the representa- 
of the Insurance Department was 
PB. Lincoln. 












BAIL FOR BOOTLEG AUTOS 


United States District Court recent- 
lj released an automobile, held for 
station on the charge that it was 
ng Hquor, in consideration of 
teral security equivalent in value 
that of the car put up by the owner. 
is permits an owner. whose car may 
e been wrongfully arrested to take 
care of thé car pending sentence, 
the chance that the car may escape 
8cation. 











American Equitable Assur. Co. 
Bankers & Shippers 

Delaware Underwriters 

Eagle, Star & British Dominions 





INCORPORATED 


INSURANCE AND REAL ESTATE 
BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 


We are agents for 


Phenix of Paris 


General Agents Erie and Niagara Counties For 
Norwich Union Indemnity Co, 
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London & Lancashire 
Mechanics & Traders 
Norwich Union 

New Jersey 




















LOYALTY OF AGENTS 





National Association Pays Tribute To 
Mississippi Fraternity in “Ag- 
ency Bulletin” 





“The American Agency Bulletin’ has 
this to say of the loyalty of local ag- 
ents, with special reference to the 
Mississippi situation: 

On February 28, the licenses of fire 
insurance companies transacting busi- 
ness in Mississippi expired. The num- 
bér of companies composing the list is, 
we believe, 138. All but four of them 
suspended operations in that state sev- 
eral months ago: the Globe & Rutgers, 
North River, United States Fire and the 
Stuyvesant, continued business during 
their license term. 

“On March 1, none of the 138 com- 
panies renewed their licenses. They 
can. ag they should. now fight the suit 
of the Revenue Agent to a finish. As 
between the companies and the agents. 
however, there is a vast economic dif- 
ference. The entire field occupied by 
the Mississippi agents is locked un; 
their industry is paralyzed; their in- 
comes are suspended. 

“They have stood loyally bv their 
principals and they are now fighting 
one phase of the case on their own ac- 
count. They have won golden opinions 
from all classes of the business. 

“The National Association is proud 
of its colleagues, the members of the 
Mississ‘ppi Association of Insurance 
Agents.” : 





HOLD MEETING IN CALIFORNIA 

The annual meeting of the Nationa! 
Fire Protection Association will be held 
in San Francisco June 14, 15, 16. All 
members ‘desiring to make the trip 
West should communicate with Frank- 
lin H. Wentworth, secretary, 87 Milk 
Street, Boston, before April 1. 


Reviews Long Career 
With the Stuyvesant 


TELLS OF NEW YORK CHANGES 








C. A. Garthwaite, Vice-President, Has 
Been in Fire Insurance for 
Fifty-five Years 





During the fifty-five years that C. A. 
Garthwaite, vice-president of the Stuy- 
vesant Insurance Company, 111 William 
Street, has been in business in New 
York he has seen many disturbed “re- 
construction periods” similar to- that 
now under way and hence he placid'y 
and confidently awaits the return of 
normal conditions followed by a swing 
upwards. 


And he expects to participate in the 
good times to come for many a year 
yet for his stalwart six feet and three 
inches of manhood shows no reason 
why he should not make good on his 
laughing “threat” to keep up his pres- 
ent pace past the 100-year mark. 

It was in 1866 when Mr. Garthwaite, 
then fifteen years old, entered the Stuy- 
vesant’s employ as an office boy. He 
is a real New York product, as he. and 
his father and mother before him, were 
born here. He was graduated from 
District School No. 40, in Twenty-third 
Street. 

Since that beginning Mr. Garthwaite 
climbed steadily upward. He has held 
every position in the Stuyvesant office 
up to his present one of vice-president. 
Until a few years ago he had charge 
of the underwriting branch of the busi- 
ness; now his duties are in connection 
with the Company’s finances. 

“We had few bui'dings of more than 
four or five stories high in the old days, 
and one had to walk upstairs or go in 
a freight elevator,” he said. “We used 
to do a tremendous business on the 
East side, mostly in the form of $500 
risks on household furniture. We had 


very few losses, and most of them for 
such small amounts as $10 to $50. It 
was in the main direct business; they 
came right to the office instead of our 
having to send out agents to drum up 
their trade. There were not 100 bro- 
kers in the whole city, probably. Com- 
missions of 10 per cent were common 
then; instead of the 20 per cent as at 
present, or the 30 per cent they some- 
times reached. 

“Stages instead of street cars ran on 
Broadway and the mercantile stocks 
along that thoroughfare carried a rate 
of 50 or 60 cents. In those early days 
one didn’t hear of conflagration haz- 
ards. That was a development of along 
in the eighties and was greatly reduced 
with the coming in of steel-framed fire- 
proof buildings. 

“Tt was a'l straight fire insurance, 
we heard nothing of liability and in- 
demnity, or of strike, riot, hail or earth- 
quake risks. I think however, that 
along in the seventies there was one 
company writing boiler explosion busi- 


ness. There were no three-year insur- 
ance policies; all were for one year 
only. We got practically as much for 


the one year as we do for three and 
five years now. 

“Also the moral hazard hardly en- 
tered into our calculations. For one 
thing our business was confined to New 
York and its suburban district and we 
could see most of the risks. Now it is 
spread all through the United States 
and we must take someone else’s word. 
We started to spread out about 1900 
and now the Stuyvesant is entered in 
twenty-seven states. 

“Originally our capital was $200,000. 
Four years ago we increased to $400,000 
and in 1917 we merged with another 
company and went up to $700,000.” 

Mr. Garthwaite has known most of 
the men who have made their mark in 
the New York insurance field. But as 
he says with a sigh, many have died or 
retired from business. 





NEW INSURANCE CENTER IN 
NEWARK 


With the Commercial Casualty Insur- 
ance Company of Newark securing 
possession of the Ballantine mansion 
located on the west side of Washington 
Park facing east, and the ‘magnificent 
building of the Globe Indemnity and the 
Liverpool & London & Globe, a new 
insurance center is looming up in New- 
ark. On the corner of Broad Street at 
Washington Park is located the Wash- 
ington Restaurant, scene of numerous 
and interesting insurance gatherings. 
Next door to the Giobe Indemnity 
Building, at 18 Washington Place, will 
be found the office of the Eagle Fire 
Insurance Company. 





NEW BROOKLYN AGENTS 
New Brooklyn agents for the Bank- 
ers & Shippers have been appointed as 
follows: E. H. Mount, Inc., for the 
western district, and the Irvin Under- 


writing Company for the eastern dis- 
trict. 





FRED. S. JAMES 


1819 


Paris 








GEO. W. BLOSSOM 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


General Fire Assurance Co. 


1807 


Urbaine Fire Insurance Co. 


Eagle, Star & British Dominions Ins. Co. 
London 


ASSISTANT MANAGERS 


Carroll L. DeWitt 


P. A. Cosgrove 


123 William Street 
NEW YORK 


WM. A. BLODGETT 


1838 


Paris 


SAN FRANCISCO 
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Too Many Brokers, Says 
N. Y. Superintendent 


COMPANIES ARE TO BLAME 





Part-timers Can’t Be Deprived of 
Soliciting By Law for Not 
Giving Full Time 





Superintendent of Insurance Jesse S. 
Phillips arrived in Brooklyn on Thurs- 
day evening, March 10, for, as he said 
later, the first time in twenty years, and 
the occasion was the invitation extend- 
ed to him by the Brooklyn Insurance 
Brokers’ Association to be its guest’ of 
honor at the annual banquet of the as- 
sociation held at the Brooklyn Cham- 
ber of Commerce. 

Superintendent Phillips spoke of the 
qualification of insurance brokers, and 
the services that they render the pub- 
lic and the profession. He also said: 
“Insurance has been regarded by most 
people as technical, due doubtless to 
the fact that all literature upon that 
subject is of a technical nature, and, 
therefore, unattractive to the average 
reader. Insurance, nevertheless, is 
thoroughly established as an integral 
part of our social system, and is so 
closely interwoven with modern busi- 
ness that it may well be regarded as 
a public institution. It is one of the 
greatest economic forces in the life and 
growth of any country, and s0 vitally 
affects the life and property of every 
individual, that it may well be doubted 
if any other form of commercial activ- 
ity transcends it in importance.” 

14,000 Brokers 

Mr. Phillips stated that there wore 
14,000 brokers’ certificates of authority, 
and approximately 10,000 certificates to 
fire agents issued last year by his de- 
partment. He also commented on the 
part-time agents, saying: 

“There are those who still apply for 
a broker’s certificate of authority, and 
in some cases for an agent’s certificate 
of authority, for the express purpose of 
securing commissions on a few risks in 
which they are interested, or which can 
be controlled through their friends. 
This is an unfair practice, and should 
be prohibited, and it has been the aim 
of the department to withhold certifi- 
cates of authority whenever it appears 
from the application that the applicant 
does not intend to engage in the busi- 
ness in good faith. This question of 
part-time brokers cannot in my estima- 
tion be corrected by legislation. The 
courts have repeatedly held that it is 
not within the police power of the 
state to prohibit a citizen from pursu- 
ing any, or as many lawful vocations as 
he pleases and no legislature should 
ever have this power. 

Too Many Agents 

“There are, to my mind, too many 
agents. This situation can only be 
remedied by the companies themselves. 
Special agents have been known to 
recommend to their respective compa- 
nies the appointment of agents whom 
they knew would devote only a portion 
of their time to that business. The 
result is that you will find fire insur- 
ance agents among employes of large 
enterprises, and in the banks, barber 
shops, dentists’ and doctors’ offices 
many are licensed to write fire policies 
upon the property of their clients. Such 
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agents or brokers have not the slight- 
est intention of paying any particular 
serious attention to the business of in- 
surance. They are out to make side 
money. The companies have the mat- 
ter in their own hands and could rem- 
edy the situation by a more careful se- 
lection and the appointment of fewer 
agents. I am not so sure but that the 
part-time broker could also be elimi- 
nated if the companies would exercise 
a little more care in the selection of 
the broker with whom they transact 
business.” 


Superintendent Phillips in another 
part of his address paid tribute to the 
benefits accruing to the insurance busi- 
ness by the co-operative work of such 
erganizations as the Brooklyn Brokers’ 
Association. He also reviewed the leg- 
islation leading up to the broker’s li- 
cense law. 

Another prominent speaker of the ev- 
ening was William B. Mann, superin- 
tendent of agents of the Ocean Acci- 
dent and Guaranty Corporation. Mr. 
Mann’s address was instructive. He 
told of many opportunities for insur- 
ance men in Brooklyn which had ap- 
parently been overlooked. He gave as 
an example the achievement of F. W. 
Woolworth. who built a tremendous 
amount of business from small things, 
showing that it does not pay to overlook 
the small things in an effort to get the 
large accounts. 

After the banquet, cards were passed 
to the various tables by the association 
for the purpose of ascertaining how 
many of those present would be inter- 
ested in attending a series of talks on 
insurance which the association is plan- 
ning to inangurate this Spring. These 
talks will be given by men prominent 
in the insurance field. 





WALLBERG SUCCEEDS CHRISTEN- 
SEN 

The Automobile Insurance Co., of 
Hartford announces the appointment of 
John A. Wallberg as special agent, New 
York suburban territory with headquar- 
ters at the New York Branch Office of 
the Company, effective April 1, 1921. 
Mr. Wa'lberg has for some time been 
in the service of the Automobile Insur- 
ance Co. in other territory and comes 
fully qualified to assume responsibility 
for the duties of his new position. 

Mr. Wallberg succeeds Special Ag- 
ent F. A. Christensen who is trans- 
ferred to Syracuse, New York, and will 
take charge of New York State for the 
Fire and Marine Underwriters, one of 
the Aetna Life group of companies. 
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British Endeavors To 
Reduce Theft Claims 


SOME FOR. NOT WRITING RISK 





Other Underwriters Prefer to Insure 
Shipments at Rates Fully Com- 
mensurate With the Hazard 





(By Cross-Atlantic) 

London, March 7.—Underwriters at 
Lioy1’s through their representative as- 
sociation have now made it plain that 
they would prefer to cease accepting 
the risks of theft and pilferage. Their 
attitude, presumably, is prompted by 
two considerations, one being the num- 
per and severity of the claims that are 
now being presented, and the other 
being the belief that such decision 
would be serviceable in securing more 
effective preventive measures on the 
part of all responsible for the methods 
by which goods are now transported. 

Both shipping companies and under- 
writers have been paying claims lavish- 
ly, and this policy has done nothing to 
strike at the root of the evil. A de- 
cision depends on the adoption of an 
attitude on the part of all transacting 
marine insurance in the London 
market, similar to that of Lloyd’s un- 
derwriters. 

An important joint meeting of Lloyd’s 
and London company underwriters to 
consider the question of losses from 
pilferage. has been held. There was 
much on both sides of the question and 
any precipitate action on the part of 
the underwriters with a view to ru ing 
out pilferage as an uninsurable risk was 
really impossible. Those underwriters 
favoring leaving merchants without in- 
surance against the risk of thefts have 
done so, it is known on high moral 
grounds. 

Probably, however, the same results 











TOTAL ASSETS - 
TOTAL LIABILITIES - 
NET SURPLUS . 


O. J. PRIOR, President 





INCORPORATED 1868 


"The Standard Hire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1920 


‘ $1,448,852.62 
‘~ - - 847,154.95 
601,697.67 


W. M. CROZER, Secretary 

















POLITICS IN CLEVELAND 





Creeps 
Has Three Platoon System; 
Fires Show Increase 





The fire department situation in 
Cleveland, O., is attracting the atten- 
tion of underwriters. Politics have 
crept into the department with the re- 
sult that there has been a three- 
platoon system, of eight hours each. 
The fire loss for 1920 is said to have 
been at least 100 per cent higher than 
for 1919. 








would best be achieved gradually not 
by a negation by underwriters of un- 


_ derwriting functions, but by~the due 


exercise of them. . This exercise means 
the acceptance of legitimate risks at 
appropriate rates of premium. For an 
exercise of their own interests in 
earnest traders must probably now pre- 
pare themselves, if they have not al- 
ready done so, for there appears to be 
no doubt whatever that, as the result 
of the present insurance conferences, 
the underwriting attitude towards the 
risk of theft and pilferage will be stif- 
fened still more. Higher rates of pre- 
mium and more’ exacting conditions 
will be faced until a very marked 
abatement of the present ratio of losses 
can be recorded. That is a quite dif- 
ferent matter from the complete with- 
drawal of insurance. 


Into -Fire Department Which. 


~- STANDARD FIRE APPARATUS 





Discussed By New Jersey Fire Chiefs’ 
Association; Legislation Necessary 
to Accomplish Uniformity 





Standardization of all fire apparatus 
in the state was the main topic dis- 
cussed by the executive committee of 
the New Jersey Fire Chiefs’ Association 
at its meeting here March 2. 


All hose butts, fire plug connections 
and connections on fire apparatus 
should be of standard size and thread 
and other equipment made to standard 
size so that when one town is called to 
aid another it can do so without 
trouble, the chiefs pointed out. The 
change, it was said, must be brought 
about by a state law and an effort will 
be made to obtain the necessary legisla- 
tion next winter. 





MOVES HOLIDAY REFORM 

Senator J: Boylan, of New York, has 
a bill so to arrange certain holidays 
each year that all workers will be 
given a two-and-a-half day week-end 
rest whenever they recur.. His amend- 
ment provides that “when the holidays 
known as Lincoln’s Birthday, Wash- 
ington’s Birthday, and Columbus Day 
shall fall on any day of the week other 
than Sunday or Monday, such holidays 
shall be observed on the Monday near- 
est in time to the day on which such 
a pnolidey may fall.” 





Companies’ Duty 
to Insured Public 


NEED CAREFUL MANAGEMENT 





Henry Evans Writes Foreword in 
Booklets of American Eagle, Con- 
tinental and. Fidelity-Phenix 





The American Eagle, Continental and 
Fidelity-Phenix have issued attractive- 
ly printed and illustrated booklets, the 
cover containing the company’s gold 
embossed trademark. Pictures and 
sketches of the careers of the various 
Officers are given. In the frontispiece 
of each book Henry Evans, as chair- 
man of the board of directors, has writ- 


ten a statement. The booklets were 
issued as a result of the re-organiza- 
tion of the three companies and go to 
each agent. 

“Our duty to the public is a heavy 
one. Without the protection of fire 
insurance, American business would 
face appalling and imminent losses that 
would shatter our whole credit struc- 
ture and render the normal functioning 
of trade next to impossible. This, then, 
is our primary duty—so to manage our 
affairs that by aggregation of assets 
and scattering of liabilities we are ever 
prepared to meet our full share of any 
emergency, such as the great disasters 
of the last half century in Chicago, Bos- 
ton, San Francisco and Baltimore, and 
to pay promptly in cash all just claims 
of our policyholders. 

“Our country’s resources are shame- 
fully dissipated by sinful waste. Fire 
losses in recent years reach the start- 
ling figure of nearly a million dollars 
a day, to say nothing of the heavy to’! 
of human life. Realizing that most fires 
are preventable .and that property 
burned is wealth wiped out of exist- 
ence, ours is an urgent duty of citizen- 
ship—to encourage and initiate fire- 
prevention work on ¢very hand.” 
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Pennsylvania’s Western 
Department Comes Here 


IN CHICAGO OVER 2 YEARS 





Promotions for G. H. Batchelder An- 
nounced; F. H. Sabin Made General 
Agent, Resident in Chicago 





On June 1 the Western Department 
of the Pennsylvania Fire is to be trans- 
ferred to New York. G. H. Batchelder, 
now manager of the Western Depart- 
ment, will be elected vice-president of 


“the Pennsylvania, Commonwealth and 


Mercantile, ‘and assistant manager of 
the North British & Mercantile. An 
official statement on the subject by the 
Pennsylvania Fire follows: 

“The influencing factor in the move 
is the desire on the part of the Com- 
pany to better serve the interests of 
its agents. The management has care- 
fully weighed the advantages of opera- 
tion through a Western Department, 
which are many, against the advan- 
tages of co-ordination and additional 
opportunities for broader service to ag- 
ents to be afforded by having all of the 
associated companies operated from 
New York. 

“President Shallcross has reached 
the decision to close the Chicago De- 
partment with much reluctance; but 
the main and important conclusion hav- 
ing been decided as to centralization it 
seemed obvious that one company 
should be moved to New York rather 
than three companies be moved to Chi- 
cago. 

“The Western Department of the 
Pennsylvania Fire, with headquarters 
at Chicago, has been in operation for 
more than twenty-five years. It has a 
corps of local representatives of the 
highest rank, and through its loyalty 
and service to them the Company has 
— an enviable local agency posi- 
tion. 


“The management is quite certain, 
and has so assured its agents in a cir- 
cular advising them of the move, that 
its business as a whole can be more 
satisfactorily conducted in the interests 
of agents and company with the operat- 
ing department in New York. 

“G. H. Batchelder, now manager of 
the Western Department of the Penn- 
sylvania Fire, will become a vice-presi- 
dent of that Company and of the Com- 
monwealth and the Mercantile and an 
assistant manager of the North British 
& Mercantile. He will take up his offi- 
cial duties in New York immediately 
upon the removal of the Western De- 
partment and will have charge of the 
Western States comprising the present 
Central Department for the associated 
Companies. 

“C. E. Case, assistant manager of the 
North British & Mercantile and vice- 
president of the Commonwealth and 
Mercantile will continue to have charge 
of the Western States comprising the 
present Western Department of those 
Companies and as vice-president of the 
Pennsylvania will assume jurisdiction 
over the business of that Company in 
the same territory. 

“A point of close contact with the 
Western agents will be maintained 
through the appointment of F. H. Sabin, 
now assistant manager of the Western 
Department, as general agent, resident 
in Chicago, of the North British & 
Mercantile, Pennsylvania Fire, Mercan- 
tile and Commonwealth. While all 
business will be reported direct to 
New York General Agent Sabin will 
keep in touch with the work in West- 
ern Union territory, and will be of ma- 
terial service and assistance alike to 
the Home Office, field men and local 
agency forces of the Pennsylvania Fire, 
in order that the Company may be in 
position to still further extend its serv- 


‘4icé to its agents in every branch of 


the business. 

“The Company announces that all of 
its office employes desiring to move to 
New York will be suitably provided 
for.” ‘ 









SPRINKLER LEAKAGE 





Organization of Conference Committees 
Completed By New Officers and 
Executive Body 





Committees of the Sprinkler Leakage 
Conference have been chosen by the 
recently elected officers and executive 
committee. These committees are as 
follows: 

Rate—W. R. Crane, chairman; E. W. 
Nourse, W. L. Francis, C. C. Vail, J. W. 
Collins, C. L. Nevens, J. W. Moffat; 
forms—F. P. Walther, chairman; F. J. 
McFadden, O. F. Gant, G. W. Tompkins, 
W. D. Grier; no common interest com- 
mittee—L. J. Borland, chairman; H. E. 
Kline, F. M. Blake, G. von der Lieth, 
F. J. McFadden, H. H. Ray, W. B. 
Burchell; finance, F. P. Walther, chair- 
man, H. H. Ray; arbitration, M. B. 
Story, chairman, A. E. Gilbert, J. S. 
King; membership, C. W. Johnson, 
chairman, D. G. Stone. 

Persen M. Brink is the chairman of 
the conference, W. R. Crane is vice 
chairman, D. G. Stone, secretary and 
treasurer and W. F. Roemke manager. 
The executive committee is composed 
of E. W. Nourse, chairman, M. B. 
Story, A. W. Collins, F. P. Walther, F. 
J. McFadden, C. W. Johnson and G. 
H. Miller. 





INSPECTION OF AIRPLANES 
The creation of a superior sort of 
ground engineer to cultivate insurance 
underwriters is suggested by Lt.-Col. 
H. W. S. Outram in a paper on ground 
engineering, read before the Royal 


Aeronautical Society. The condition of ° 


an airplane when setting out for the 
flight is one of the factors which avia- 
tion insurance companies must take in- 
to consideration as governing the risk. 
Assuming that insurance companies will 
fail to develog facilities for making in- 
spections at these times, they will have 
to depend on reports submitted by the 
ground engineers. It follows that the 
chief ground engineer in an operating 
company will have to be of such integ- 
rity and technical qualifications that 
insurance companies will accept his 
reports. 
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LARGE LOCAL FIRES LAST YEAR 


During 1920 there were six fires in 
Greater New York where the loss ex- 
ceeded $200,000, as follows: 

February 23, 142 Duane 8t..... $444,861 
March 26, 2963-81 Atlantic Ave., 

Brooklyn ........ obessddipad SERSeR 
March 28, 290 South St., N. Y.. 400,000 
June 6, 340-2 E. 38th St., 659 1st 

yc ms fy OPS oot evs de" meee 
July 11, 37 Spruce St., N. Y..... 357,000 
Dec. 26, 46 E. 14th St., N. Y.... 224,342 
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in Bit of Verse 
MEN OF CHARACTER PRAISED 





R. P. Barbour, of North British & Mer- 
cantile, Sizes Up Ideal Local 
With Whitcomb Rileyisms 





The late J. P. Morgan is often quoted 
as having said that he loaned money 
more on the character of a man than 
on his collateral, said Robert P. Bar- 
bour, secretary of the North British & 
Mercantile, in a recent talk to field 
men. The great increase in the 
amount of insurance sold has tempted 
many men of little experience to enter 
the insurance business. 

“If we are now to suffer an increase 
in moral hazard,” Mr. Barbour further 
commented, “we shall need to pick and 
choose our risks with greater care, and, 
oh, how we shall appreciate as our lo- 
cal agents those who are men of 
character, trained and conscientious in 
their work! These are the men on 
whom we shall lean and whose repre- 
sentation will be eagerly sought. We 
can name, any of us, companies who 
have made it their deliberate aim and 
practice to appoint as their agents only 
men of this stamp, and we all know ex- 
actly what is meant when we say, ‘that 
company has a fine agency plant.’ Good, 
old-school agents, all honor to you! If 
readjustment swings your banner high- 
er, it will have proved its use. z 

“I wonder how many of you can fit 
the following verses to the men 
who are representing the companies as 
local agents.” 


I know a local agent by the home’y 
name of Bill 
“ne a rouser at this fire insurance 
Z: 
He has his special agents always fol- 
lowing him up hill, 
~~ teeta thing he asks, why it 
s his. 


He has a friendly manner and a home- 
ly winning smile, 
He’s honest, but he doesn’t miss a 
trick: 
He’s modest, slow and easy, but he’s 
got them skinned a mile 
When it comes to writing policies 
that stick. 


He knows the men and women for 


Birger «4 miles around, 
e spots the chaps who pay afd 
those who don’t; 


And when he starts collecting, he 
shakes the shekels down, 
Some fellows trust a year, but Bill 
just won't. 





A. H. TRIMBLE, Prest. 





The Superior Fire Insurance Co. 
PITTSBURGH 
Incerporated 187% UA 

EDWARD HEBER, Sec’y and Treas. 

Why not make room in your agency for a conservatively managed, 
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He’s got an office system and knows 
just where he’s at, 
He’s a bird at drawing forms both 
tight and clear; 
He answers letters, cancels quick and 
‘tends to things like that, 
And you get accounts and checks, 
don’t ever fear. 


He’s rats on getting chimneys fixed ang 

rubbish carted off 
And finding ways to start folks spruc. 

ing up; 

He hates a fire like poison and he’s 
sometimes pretty rough 

If he thinks a chap’s a careless kind of 
pup. 


He’s hell on them “skedoodles’—:hey 
eat out of his hand, 
When he’s around it’s surely tempt. 


ing fate 
To try to pile up penalties or not give 
credits or 
Endeavoring to go boosting up the 
rate. 


He’s got an old red wallet that’s bust- 
ing full of news, 
Not much can happen which he doesn't 
know; 
He’s always dropping around and get- 
ting other fellows’ views— 
They'll open and tell Bill—he’s so 
slow. 


He surely is a rare one; he’s always on 
the square, 
He loves a joke, but hates a b'oom- 
ing liar, 
And if there’s a hereafter Bill surely 
will be there 
Insuring ’gainst the everlasting fire. 





SOME INSURANCE APHORISMS 





Bromides are deadly in fictien, 
drama, poetry, but never were 
more potent in insurance, business, 
finance and science. Therefore, 
the young man looking for adviee 
will do well to follow the old sawe 
They cut the same today as they 
ever did. 





Groups of men in schools and 
colleges often poke fun at industry. 
Twenty years go by. Then who is 
doing the laughing? 





I do not know how many mililions 
of books there are in New York. 
Some people can tell you. But | 
do know that there are half a 
dozen of that number which any 
young man in an insurance office 
can find on the shelves of the jaw 
library and go a long way on his 
road to underwriting by reading 
them. 





Is underwriting a good profes 
sion? It certainly has been good 
to many people. Nearly every one 
In it of Importance started at the 
bottom. 





What should an ambitious, spirit- 
ed, Intelligent young man in an in- 
surance office do when he finds his 
way to promotion blocked? If rea- 
sonably sure of it, and not merely 
suffering from impatience, he 
should get another job. 








INSURANCE UNION SEEKS MEM- 
BERS 

‘Officers and members of the Insur- 
ance Credit Union are actively engaged 
in a membership drive by which they 
hope to increase their membership of 
150 to 300 by the end of March. At 4 
meeting of the board of directors held 
March 7 at the office of the organization 
at 80 Maiden Lane plans were discussed 
to speed up the drive in various ways. 

Elias Klein, vice-president of the or- 
ganization, in speaking of the work of 
the Union said: “The Credit Union will 
eventually be made to function along 
the lines of an-insurance chamber of 
comnierce and will look out for the 
employes in the insurance district of 
New York.” 
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MARINE DEPARTMENT 

















Department Opposes 
Two Karle Measures 


ONE WOULD KILL SECTION 45 





Other Proposes Widening of Re-Insur- 
ance Market; Measures Now 
in Committee 





Two new measures have been intro- 
duced into the State Legislature by 
Senator John R. Karle relative to the 
writing of marine insurance risks and 
both are vigorously opposed by the 
State Insurance Department. One is a 
proposed amendment to Section 45 and 
would nullify the provisions of that 
section by exempting the home offices 
of foreign admitted companies from 
forwarding reserves and paying taxes 
on American business written directly 
through the home office, providing all 
losses under such policies should not 
be payable out of the assets of the 
American branch office. The second 
bill is another amendment to Section 22 
proposing to allow domestic companies 
to re-insure entire risks providing the 
State Superintendent gives his sanc- 
tion. In other words, it opens wide the 
re-insurance market. 

What Section 45 Now Provides 

Section 45 now provides that foreign 
companies maintaining United States 
branches must carry reserves here and 
pay taxes on not only all business writ- 
ten through the local branch office but 
also on all policies covering American 
shipments that are accepted by the 
home office either as direct insurance 
or re-insurance. Senator Karle’s 
amendment would render Section 45 
practically a dead letter by adding the 
following exception: “Except insur- 
ances under contracts, which provide 
that losses thereunder shall not be col- 
lectible out of nor chargeable against 
the assets of said corporation in the 
United States.” 

The State Imsurance Department 
bases its objections on the grounds 
that American companies will be faced 
with greater competition if the foreign 
Offices of admitted companies are al- 
lowed to write American business with- 
out having to pay local taxes and main- 
tain reserves here against losses. Un- 
doubtedly most of these companies li- 
censed. here are financially stable, as 
regards their home office finances, but 
it is unfair for them, according to the 
Insurance Department, to take Amer- 
ican risks without having to pay taxes 
thereon or maintain reserves just as 
the admitted branches of the same 
companies are obliged to. This whole 
matter was thrashed out last year when 
Section 45 was passed at the instiga- 
tion of Superintendent Phillips after 
he had discovered the great amount of 
unreported business being sent abroad. 
Moreover the removal of a tax will cre- 
ate a sufficient difference in the rates 
quoted by local offices and those abroad 
to give the latter a decided advantage 
in the competitive field. 

In one respect the Karle measure af- 
fords relief to the domestic companies, 
but in gaining this remedy they lose as 
much by tearing down those bars that 
have prevented direct business during 
the last year from going abroad in as 
enormous volumes as before the pas- 
8age of Section 45. The exception in- 
cluded in Senator Karle’s bill would 
apply to re-insurance contracts as well 
48 to direct writings, and would relieve 
both the ceding company and the re- 
insurer from holding reserves in this 
country against losses that the contract 
stated were to be settled by the home 
office. The New York manager of one 
of the leading American marine writing 





companies stated this week that al- 
though domestic companies were will- 
ing to pay the taxes on all re-insurance 
ceded to the home offices of admitted 
foreign companies, and be re-imbursed 
afterwards by the latter, they were not 
wholly in sympathy with the proposal, 
contained in the amendment to Sec- 
tion 22, to maintain full legal reserves 
against this re-insurance. It involves 
the tying up of too much liquid Amer- 
ican capital. The re-insurers protest 
against sending funds here for reserves 
because of the adverse differential in 
the foreign exchange rate. Therefore, 
this underwriter says, many companies 
hope for the passage of some measure 
which will relieve everybody of holding 
reserves here against re-insurance 
placed abroad with the home offices of 
admitted companies, and the bill intro- 
duced by Senator Karle contains the 
desired exemption. However, if the 
State Insurance Department continues 
to voice its objections to this piece of 
legislation the chances of its being re- 
ported favorably out of committee are 
extremely slight. 

Senator Karle’s other measure deal- 
ing with the extension of re-insurance 
facilities changes the percentage clause 
of Section 22, which now reads as fol- 
lows: “Any contract of re-insurance, 
other than life, whereby an insurer 
cedes more than seventy-five per 
centum of the total amount of its out- 
standing risks sha'l, if such insurer is 
incorporated by or, if an insurer of a 
foreign country, has its principal office 
in this state, be subject to approval in 
writing by the superintendent of insur- 
ance of this state.” 


As amended in the new proposal the 
local insurer may cede “any part or all 
of the insurance issued by it in this 
state to insurers or reinsurers not 
authorized to issue policies in this 
state” if the contract is approved by 
the Superintendent. 

For the protection of the ceding com- 
panies the following provision is incor- 
porated in the bill: 

“No such contract of re-insurance 
shall be approved by the Superintend- 
ent of Insurance of this State unless 
and until he has been satisfied that the 
insurer has furnished such guarantee 
available within the United States for 
the true performance of its ob’igations 
under the contract as the superintend- 
ent may deem necessary and that such 
insurer is of the standard of solvency 
which would be required or prescribed 
of such insurer were it at the time of 
such re-insurance authorized in this 
State to issue policies covering risks 
of the same kind or kinds re-insured; 
provided, however, that the approval 
of the Superintendent of Insurance 
shall not be required in respect to the 
een of specific individual 

sks.” 
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LOSSES FROM POOR PACKING 





Railways Paid Out Over $100,000,000 
in Damage Claims in 1920; Effects 
on Fruit Exports 





More than $100,000,000 were paid out 
by railroads last year on claims arising 
from damages due directly to the im- 
proper handling of goods in transporta- 
tion, according to a representative of 
the New York Central who spoke last 
week before the Shippers’ Conference 
Committee of Greater New York. 
These losses are similar to those that 
fall so often upon the marine insurance 
companies’ shoulders and the vast ma- 
jority of them are avoidable. Poor 
packing and poor handling of shipments 
accounts for so many claims that the 
American Railway Association is un- 
dertaking an educational campaign, 
with the use of motion pictures, to im- 
press shippers with both the absolute 
necessity and economical value of more 
adequate packing of goods. 

This same evil is accountable in no 
small part for the diminished demand 
abroad for American fruits and other 
perishable products, in the opinion of 
G. J. Webb, of McCraig & Webb, of 
Glasgow, who arrived here recently 
from Scotland. American fruits arrive 
across the Atlantic in such bad condi- 
tion that they are often unmarketable 
and many British importers have dis- 
continued importing American fruits 
until additional precautions are taken 
in packing these goods for export. Mar- 
ine underwriters have been preaching 
the doctrine of better packing for 
months and months, and while they 
are succeeding in improving the slip- 
shod methods of some of our manufac- 
turers and shippers, they still have a 
long way to travel before the problem 
is entirely eliminated. 





George G. Bulkley, vice-president of 
the Springfield Fire & Marine, is now 
visiting the Pacific Coast. 
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CAPT. JOHN W. CANN DEAD 

A romantic figure passed from marine 
insurance circles when Captain John 
W. Cann died March 8 at his home in 
Brooklyn. He was in his eighty-fifth 
year and until two and a half years ago 
was a familiar caller at all the c‘fices 
in the local marine market. He retired 
from active participation in the busi- 
ness but as late as the beginning of 
this year he made occasional visits to 
the headquarters of the National Board 
of Marine Underwriters. For a long 
while he was one of the National 
Board’s most competent surveyors in 
the port of New York area, and on the 
side engaged in insurance as a broker 
for fire and casualty risks principally. 
He was a member of the Maritime Ex- 
change, was engaged for a while in the 
African trade, and traveled now and 
then to the principal South American 
ports. Captain Cann is survived by Mrs. 
Cann and two sons. 





“WANDBY” ON MAINE ROCKS 

The British steamer ‘“Wandby,” 
bound from Algiers to Portland, Me., 
with a light cargo, went ashore on the 
rocks near Kennebunkport March 10. 
Strenuous efforts were made to pull her 
off at high tide but on the second day 
it was found that there were several 
holes in the hull and that the engine 
room was flooded. Unless the breaks 
can be patched up and the vessel float- 
ed during the high tides around March 
23 the “Wandby” will be abandoned to 
the underwriters as a total loss. 





MARINE FIRE LOSSES IN 1920 

During the year ended June 30, 1920, 
marine property worth $26,251,318 was 
lost, fire causing 13.75 per cent of the 
damage, according to Department of 
Commerce figures relative to property 
losses of hulls and cargoes under 
United States Registry. The fire loss 
was $3,610,647 for the twelve months 
mentioned as compared with $5- 
399,374 for the previous year, end- 
ing June 30, 1919. Fires for 1919- 
1920 numbered sixty-six, half of them 
originating in the cargo, seventeen in 
the bunkers, and the remainder in mis- 
cellaneous parts of the vessels. 





JUTE CARGO DAMAGED 

Part of a cargo of jute, worth $1,500,- 
000, brought to Boston from India aboard 
the Bank Line freighter “Haleric” was 
damaged by a fire that lasted four 
days and nights while the vessel was 
passing through the Red Sea and the 
Mediterranean. Seven hundred bales 
of the jute were destroyed, but it is 
reported that the “Haleric” itself sus- 
tained no damage. 





BRITISH TRADE DECREASES 

Both British imports and exports 
continued to decline during February, 
according to figures published by the 
English Board of Trade. Imports last 
month amounted to £96,970,000, as com- 
pared with £117,000,000 for January and 
£176,514,000 for February 1920. Exports 
for February were reported as £68,220,- 
000 as against £92,750,000 for January 
and £85.964,000 in February a year ago. 
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New York’s Marine Market Solidifying = 
In Anticipation of Resumed Trade Activity 


Business Extremely Dull, But Underwriting Offices Generally Are 
Working Together in Demanding Better Rates From Brokers 
and Rejecting Inferior Risks; Last Year a Warning. 


New York’s marine market is passing 
these days through a period of suspend- 
ed animation, judging wholly from the 
exterior and premium income view- 
point. Business continues compara- 
tively scarce and much of that coming 
to the underwriters’ desks is of such 
inferior quality that either an under- 


writer must decline it absolutely or 
quote a rate so high that the broker, 
shocked and surprised, withdraws his 
applications in haste and departs hot- 
foot for some adjoining office where he 
prays his weary journey around the 
district will end successfully. A cer- 
tain group of marine offices, small in 
number, cheerfully tell brokers and 
other inquiring visitors that they are 
writing more covers this year than for 
the corresponding two and one-half 
months of 1920, and, moreover, they in- 
form you with a happy smile that they 
reaped a profit from their last year’s 
account. These offices, however, con- 
stitute the fortunate exceptions to the 
general rule, it is almost needless to 
add. 

Behind this surface stillness the 
market is reflecting. Underwriters and 
Officials are using this free time to 
shape their future courses. More con- 
structive and beneficial measures are 
being considered this winter than at 
any other time for years past. The 
market is changing rapidly in the 
course of only a few months. Admit- 
ting as common knowledge that the 
marine insurance business must this 
year be conducted on a somewhat dif- 
ferent basis than during the last eight- 
een months to meet altered conditions 
of trade and finance, what are the more 
obvious evidences of firm reconstruc: 
tion that are apparent to the casual ob- 
server? Above all, there no longer ex- 
ists among the majority of offices any 
desire to write marine risks with a 
view principally of garnering large 
volumes of premiums. That theory 
melted away into fine air along with 
large sums of money received by the 
marine companies which operated in 
the past under the hallucination that 
immense purely marine writings. like 
war covers, were synonymous with en- 
hanced profits. Then, and to a greater 
extent today, the acceptance of busi- 
ness under a volume system meant tak- 
ing some substandard risks, and these 
undesirable covers, turned later into 
claims, swept away millions of dollars 
of preMiums. 

Sentiment now has crystallized strict- 
ly in favor of most conservative under- 
writing by practically the entire market. 
A few exceptions, of course, are bound 
to exist. ‘Tis preferable, agency and 
company Officials generally say, to de- 
cline offers than go through the waste- 
ful motions of signing an application 
anu later handing the policy and claim 
papers to the loss department for final 


adjustment and repayment of the orig- . 


inal premium, and perhaps more. Risks 
today are scrutinized with extreme care 
and rejected with remarkable fre- 
quency. The aim this year is not 
to accumulate larger premiums than in 
1920 for a record showing—that being 
probably impossible anyway—biut to sift 
from the chaff an increased amount of 
net profits. That is something not at all 
beyond the realms of possibility, not- 
withstanding a radical shrinkage of 
foreign trade, underwriters tell you. 
Offers are being judged principally 
according to their quality, and while the 
marine markets of the world are pass- 
ing through this period of transforma- 
tion and the future outlook is still 


‘clouded, most companies here would 


rather write a limited amount of first- 
class business, and only that, than risk 


the reoccurrence of the disastrous 
events that struck them last year. A 
large percentage of domestic compa- 
nies engaged in marine writings are 
primarily fire insurance organizations 
and derive half and often more of their 
premiums from lines other than ma- 
rine. This circumstance places them 
in an independent position with respect 
to their marine departments, and they 
are not forced to keep constantly active 
or withdraw from the field. Rather than 
cease writing altogether temporarily 
and thus lose perhaps their good ag- 
ency connections and open . policies 
they instruct their representatives to 
operate on a strictly limited basis and 
let pass all special risks that are in 
any way questionable either from the 
rate standpoint or from the angle of 
extra hazards. 

Many brokers thought for awhile that 
the limited amount of available covers 


* would result in a general lowering of 


rates through competitive bidding from 
a large number of companies. This has 
happened only to a very slight extent, 
and then chiefly with respect to cer- 
tain special types of exports, such as 
automobiles, cotton, and a few other 
things, regarded as first class and es- 
pecially attractive risks, and to secure 
which even the “best” offices are 
tempted to shave the standard rates a 
trifle. On the ordinary run of special 
covers, the underwriters aren’t allow- 
ing themselves to be hypnotized by any 
broker’s suave manners. The market 
morale is high. Unless the offerings 
themselves, free from conversational 
trimmings, are inherently good, the 
broker is wasting his time calling at 
that particular office. Hence a notice- 
able increase in the number of tele- 
phone inquiries, the brokers suspecting 
that they stand less than an even 
chance of placing the risk in any one 
of a considerable number of offices. 
New hull business as well as cargo 
is stagnant. But through the lead of 
the Syndicates the hull market has 
tightened, and is presenting a strong 
front to the brokers and shipowners 
eagerly trying to secure lower rates. 
Tremendous thett losses also hive done 
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wonders to unite the companies in an 
attack against the sources of that evil, 
and while stealing continues unabated 
the market here for theft and pilferage 
risks is very narrow in comparison with 
the facilities of a year and more ago. 


Local changes are more fully appar- 
ent to one who has been away for 
awhile and unable to view the gradual 
transition, than to those who daily cir- 
culate on Beaver Street. The outsider 
finds immediately that the underwrit- 
ers have readjusted their outlook to 
meet new conditions which the market 
is facing. These are days of contem- 
plation when the keenest foresight is 
needed and called into play. Current 
offerings are welcomed only in so far 
as they provide revenue to meet ex- 
penses and claims. The marine offices 
have their minds focused on the future 
and are putting their houses into order 
in hopeful anticipation of improved for- 
eign trade toward the close of 1921. 
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STEAMER “NORTON” SALVAGED 

A substantial salvage award has 
now been made to one of the British 
salvage companies which in recent 
years have been formed in recognition 
of the inadequacy, before the war, of 
British marine salvage facilities. By 
an arbitration under Lloyd’s rules the 
sum of £22,000 has been awarded to 
the Salvage .and Towage Company, 
Limited, in respect of the Furness, 
Withy steamer “Norton,” stranded seri- 
ously on Zogria Island, Skopelos Chan- 
nel, on September 5. The value of 
ship and cargo was declared at £330,000, 
after the deduction of £20,000 for re 
pairs. 





RETIRING FROM HUNGARY 

American and English insurance com- 
panies will soon cease to write insur- 
ance in Hungary, except one English 
company, the Consolidated. All the 
outstanding insurance contracts will be 
taken over by the Government, which 
will transfer them to Hungarian con- 
cerns. The present Government has 
not initiated’ the negotiations which 
ended with the withdrawal of the Amer- 
icans and the English; the liquidation 
was started years ago, but, neverthe- 
less, the amount of policies outstanding 
is still 100,000,000 kronen. The Ger- 
man, Austrian and Swiss companies 
have not quit; they will continue as 
heretofore. 





N. Y. PORT TRAFFIC DECLINES 

Only 374 vessels cleared from New 
York for foreign ports during February, 
while 424 vessels arrived here. Of the 
incoming vessels ninety came in bal- 
last, and the remainder brought cither 
bulk commodities or general carzoes. 
The wide discrepancy between the num- 
ber of arrivals and departures is cue 
to the fact that many vessels are still 
being withdrawn from service during 
the period of the foreign trade depres- 
sion. In January 455 vessels entered 
and 414 cleared, the combined figures 
being less than for amy month since 
last June. 





SYNDICATES’ ANNUAL MEETING 

The annual meeting of the American 
Marine Insurance Syndicates wil! be 
held March 31, at which time routine 
matters connected with the operation 
of the syndicates will be considered. 
The Salvage Association charter may 
again be amended slightly. 





The L. M. Codington Co. and Garret 
W. Van Cleef have consolidated their 
offices in Somerville, N- J. 
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CASUALTY AND SURETY NEWS | 
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Compensation Bureau 
to Keep A. & H. Figures 


NEARER TO UNIFORM POLICY 








General Praise Heard of Work of 
Richard H. Thempson, Chairman; 
Personality Makes Friends 





The Workmen’s Compensation Bu- 
reau has been designated by the Gov- 
erning Committee of the Bureau of Per- 
sonal Accident and Health Underwrit- 
ers to keep the accident-health statis- 
tics, plans and forms of which were 
submitted to the Bureau by Benedict 
Flynn, chairman of the Committee of 
Five on Statistics, at the last meeting 
of the Bureau. 

Since January 1 all the Bureau com- 
panies have been keeping these statis- 
tics. It is the aim. of the organization 
to adopt a uniform policy and with the 
keeping of the health statistics, some- 
thing that it has been endeavoring to 
do for the past twenty years, and the 
adoption of uniform rates of underwrit- 
ing, it is safe to say that the near fu- 
ture will be all companies issuing a 
uniform health policy. 

The term of office of Chairman Rich- 
ard H. Thompson, vice-president of the 
Maryland Casualty, is nearing its end. 
At the next meeting, new officers will 
be elected. However, the work of Mr. 
Thompson has been so active; his one 
aim and purpose the betterment of the 
accident-health business—of putting the 
line on a higher and better plane—that 
it is very likely that he may be re- 
elected. 

Accident-health underwriters admire 
Mr. Thompson. They like the manner 
in which he has made the Bureau work. 
The Bureau of Personal Accident and 
Health Underwriters accomplished 
wonders in 1920 and a great deal of 
credit evolves on its joviai chairman 


who was ever untiring in the Bureau 
work. 


At the next meeting of the Bureau, 
one of the most important, if not the 
ever-important, question will be that of 
non-cancellable insurance. The Bureau 
recognizes that this subject is one that 
must be considered carefully. They 
know that its phases are many and its 
angles varied and that each one must 
be gone into carefully and thoroughly. 
Non-cancellable insurance has its de- 
fenders and it has its opponents and 
both are of one mind in that the ques- 
tion shall be fully and completely dis- 
cussed before any action is taken. 





MEE IS VICE-PRESIDENT 





National Surety Recognizes Success 
Achieved as Agencies Super- 
intendent 





_ Appointment of John L. Mee, super- 
intendent of agencies of the National 
Surety, as vice-president, was an- 
nounced at a meeting of the directors 
Tuesday. During his administration 
as agency superintendent the agencies 
oa a company have nearly doubled in 
ber. 


Following his graduation from Penn 


State College Mr. Mee started in busi- 
hess with the Hartford Steam Boiler 
Inspection Co. After making a record 
a8 special a; in the middle west and 
south he me executive special 
agent of the Royal Indemnity. He 
joined the staff of the National Surety 
in 1916 as assistant secretary. 


RE-INSURE AMERICAN B. & C. 





Employers Indemnity and Southern 
Surety Take Over All Business 
Except Fidelity and Surety 





The liability, compensation, property 
damage and plate glass business of 
the American Bonding and Casualty of 
Sioux City, Ia., which went into receiv- 
ership recently, has been re-insured in 
the Employers Indemnity of Kansas 
City. The transfer has been approved 
by the court. The Southern Surety of 
Des Moines had already taken over the 
accident and health business. The re- 
ceivers so far have been unable to do 
anything with the fidelity and surety 
lines, which are understood to have in- 
cluded much business of very doubtful 
desirability. 

There seems to be a question as to 
what will happen to the loss claims 
which have been filed with the receiv- 
er. The re-insurance arrangement, as 
approved by the court, practically 
makes the Employers Indemnity a 
preferred creditor, and the loss claim- 
ants will apparently have to wait or 
lose out entirely. 





MEIKLEJOHN TO AETNA 





Casualty Expert To Be Special Repre- 
sentative in Business Develop- 
Ment 





David Meiklejohn, for many years 
assistant manager with the New York 
office of the Travelers, has just made a 
connection with the New York office of 
the Aetna Life and Affiliated Compa- 
nies as a _ special representative in 
business development. 


Mr. Meiklejohn is conceded to be one 
of the most practical, best informed 
casualty men in the city. His connec- 
tion with business development in 
these companies will be of great help 
to agents and brokers on their many 
vexing problems arising in connection 
with production of compensation, lia- 
bility and other casualty lines. The 
Aetna is to be congratulated on adding 
a man of Mr. Meiklejohn’s calibre to 
their already very efficient organiza- 
tion. 





BURGLARY CHANGES DISCUSSED 


At a meeting of the Burglary Insur- 
ance Underwriters’ Association Tues- 
day evening the report of the commit- 
tee chosen to draw up suggested 
changes was presented and made the 
subject of debate. The matters in con- 
troversy were not disposed of at the 
evening session and the meeting ad- 
journed until Wednesday, when a ses- 
sion was held at the Hotel McAlpin. 





Clifford Deming has resigned as. sec- 
retary and treasurer of Joyce & Com- 
pany, general agents of the National 
Surety, Chicago, to become first deputy 
er a of the company at its home 
ofmice. ‘ 
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Clearing House Gets 
Ready for Action 


GEO. D. WEBB MADE PRESIDENT 








Fred J. Cox, of National Association of 
Insurance Agents, Vice-President; 
Headquarters in Chicago 





The Casualty Information Clearing 
House is rounding into shape and is 
sure to be a great help for insurance 
agents. Literature which will aid them 
in competition will be furnished. It 
grew out of a meeting in White Sul- 
phur Springs of casualty insurance ag- 
ents. There are three classes of mem- 
bership: casualty companies, general 
agents of casualty companies and sub- 
agents, agents and brokers. George D. 
Webb, of Chicago, is president; vice- 
president, Fred J. Cox, president of the 
National Association of Insurance Ag- 
ents; secretary, Walter H. Bennett, 
secretary of the National Association of 
Insurance Agents; treasurer, F. W. 
Lawson. 

“ The charter members follow: 

Class I~Edson S. Lott, president 
United States Casualty; F. Highlands 
Burns, president Maryland Casualty; 
H. G. B. Alexander, president Conti- 
nental Casualty; A. Duncan Reid, presi- 
dent Globe Indemnity; Charles H. 
Neely, United States manager Ocean 
Accident & Guarantee; Charles H. Hol- 
land, president Royal Indemnity, and 
F. W. Lawson, United States manager 
London Guarantee & Accident. Class 
II—Fred L. Gray, Minneapolis; W. G. 
Wilson, Cleveland; Philip S. Powers, 
Richmond; Charles H. Hood, Minne- 
apolis; George D. Webb, Chicago; 
James H. Carney, Boston, and Wade 
Fetzer, Chicago. Class IlI—Fred J. 
Cox, Perth Amboy, N. J.; Fred P. Ab 
bott, Worcester, Mass.; O. G. Strong, 
Cleveland; Frederick V. Bruns, Syra- 
cuse; J. Henry McManus, Hartford; B. 
H. Mulock, Des Moines; A. G. Chapman, 
Louisville, and Walter H. Bennett, New 
York. 

Directors—Edson S..Lott, F. High- 
lands Burns, H. G. B. Alexander, Charles 
H. Neely, Charles H. Holland, Fred L. 
Gray, W. G. Wilson, Philip S. Powers, 
Fred P. Abbott, O. G. Strong and 
J. Henry McManus. 
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E ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 
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Finance Committee—The treasurer 
and Messrs. Holland, Burns, Cox and 
Wilson. 

Membership Committee—A. Duncan 
Reid, James H. Carney, Wade Fetzer, 
A. G. Chapman and Fred D. Abbott. 





HARTFORD MEN TO SAIL 





Moray Will Visit England and Conti- 
nent; Bissell For Italy 
To Join Family 





Norman R. Moray, vice-president and 
general manager of the Hartford Ac- 
cident & Indemnity, will sail on the 
Aquitania Tuesday for a visit to Eng- 
land, France and Italy. 

R. M. Bissell of the Hartford Fire, 
also will sail for Europe next week. 
He leaves on the steamer Patria to join 
his family, who have been spending the 
winter in Italy. 

GILLESPIE ASST. MANAGER 

Baltimore, March 16.—Announcement 
has been made by the United States 
Fidelity and Guaranty Company of the 
promotion of H. C. Gillespie to the po- 
sition of assistant manager of the new 
branch office opened by the company 
in Syracuse, N. Y. Mr. Gillespie, who 
has been special agent for the three 
states in Northern New England for 
some time, is succeeded in the latter 
position by A. S. Heath of Waterville, 
Maine. 








Moral: Don’t Carry Tales 
Local newspapers are trying to get 
better rates for their delivery automo- 
biles by persuading the underwriters to 
construe them as trucks, which belong 
to a better favored group. The question 
that balks them, however, is: “Do your 
automobiles engage in a trucking busi- 
ness?” An average premium of about 
$400 for liability alone seems pretty 
high to the circulation managers of the 
newspapers but underwriters who wit- 
ness the attempts to whisk the editions 
to uptown newsstands before they cool 

can understand the reason why. 





Travelers Indemnity Figures 

The Travelers Indemnity’s net pre- 
miums last year were $43,072,796 as fol- 
lows: accident, $7,111,153: health, $2,- 
563,320; liability, $11,679,131; compen- 
sation, $21,713,209; workmen’s collec- 
tive, $5,981. 

Net payments to policyholders for 
losses were $17,801,703 as follows: ac- 
cident, $2,486,824; health, $2,000,524; li- 
ability, $4,199,033; compensation, $9,- 
113,553; workmen’s collective, $1,767. 





The New Amsterdam is defendant in 
a suit for $10,000 which Mrs. Maud 
Barger Wallach, defendant, claims due 
as insurance on jewelry stolen the 
night before it was to have been auc- 
tioned. 
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Everitt Explains Raise 
of Physicians’ Rates 


HINTS LINE MAY BE DROPPED 





Activity of Ambulance Chasers Turned 


on Doctors as Old Lines 
Fail 





Action taken recently by the Fidelity 
& Casualty in trebling the rates on 
physicians’ indemnity has called atten- 
tion to the peculiar conditions that per- 
tain in this branch of insurance—condi- 
tions that have caused all but two or 
three of the big companies to withdraw 
altogether from this line and that prob- 
ably will cause those which remain to 
take action similar to that of the 
Fidelity & Casualty. 

It appears that with the going into 
effect of the workmen’s compensation 
and other laws of wide protective effect 
many lawyers and their ambulance- 
chasing aids turned their attention to 
new fields and found the medical pro- 
fession, especially the surgical branch 
of it, to be especially easy prey. 

The enormous development of surgi- 
cal practice, which results in the bigger 
men of the profession being called upon 
to perform so many operations that de- 
tails are left to subordinates, also has 


contributed to a state of affairs where. 


greater Hability to damage suits re- 
sults. Im most cases actions have to 
be contested to the utmost, as no sur- 
geon can afford to allow his reputation 
to be assailed with impunity. The cost 
of this litigation is heavy, as it involves 
investigation and testimony by spe- 
cialists who command enormous fees 
as experts in their various lines. 

Cc. V. Everitt, vice-president of the 
Fidelity & Casualty, in discussing the 
raise in rates with a representative of 
The Eastern Underwriter, said the com- 
pany has been issuing malpractice in- 
surance since 1901. The original 
policy carried a premium of only 
$10 a year. It was known as 
the “$5,000 and $15,000 policy,” because 
under its terms not more than $5,000 
indemnity could be collected on any 
one case and not more than $15,000 
on a'l the cases which might be brought 
against a physician during the policy 
year. 

This $10 rate, after some years, was 
found to be inadequate and was in- 
creased to. $15. The comyany’s experi- 
ence was still far from satisfactory and 
a further raise to $25 was made in some 
states, although the $15 charge was re- 
tained in others. In still other states, 
however, the company met such stag- 
gering losses that it was decided no 
premium could be fixed that would per- 
mit of a profit and the physicians’ in- 
demnity was dropped entirely. 

“We have been running along on the 
$15 and $25 rate for about ten years,” 
Mr. Everitt went on, “but during the 
last two or three the claims have been 
getting so heavy that we had to treble 
our rates or quit writing this form of 
indemnity. We have fixed the scale 
at $45 in the states where we formerly 
charged $15 and $75 in the states where 
we charged $25. 

“If we find that the line cannot be 
conducted with at least an even break 
for the company we shall either make 
another advance or discontinue writing 
the business, The cases are almost al- 
Ways of such a nature that the cost 
of the , investigations, preparation and 
trial of damage suits, even when suc- 
cessfully defended, are so high that we 
Seriously doubt if the new rates are 
adequate, 

“There are many factors that add to 
the hazard. There are lawyers who 
in their desire to get business find the 
medical profession an easy prey. Also 
it appears that juries are more prone 
than in former days to render verdicts 
against doctors. Large verdicts have 
been rendered against men of the very 
highest in the medical pro- 
fession—there are very few against the 
seneral practitioner or country doctor. 
Our company insures only members of 





county medical societies, hence we have 
had no experience with advertising or 
so-called unethical doctors. 

“Surgery, like all other lines of busi- 
ness, is conducted on a much different 
and larger scale than in former years. 
It would seem at times as if it were 
over-systematized. As a rule a big sur- 
geon enters an operating room with a 
corps of assistants and nurses. He 
does the cutting and major part of the 
operation and hastens on to another 
case, leaving the wound to be sutured 
by an assistant and the instruments, 
sponges, towels, etc., to be counted by 
another assistant or nurse. 

“Consequently it occasionally happens 
that through this system an eminent 
surgeon will leave a sponge, instrument 
or a piece of gauze in the abdominal 
cavity or wound. While he may con- 
sider his technique perfect he is clear- 
ly liable for any such unfortunate hap- 
pening as this, even though the foreign 
body was left in the wound through 
the negligence of one of his operating 
room assistants.” 





EMPLOYERS BLAMELESS 





Law Journal Cites Two Cases Where 
Courts Ruled Against Horse- 
Play Injuries 





The New York Law Journal in an ed- 
itorial dealing with injury arising out 
of employment within the meaning of 
the Workmen’s Compensation Act, 
cites two interesting cases in which the 
Supreme Courts of two states ruled in 
favor of the employer and against the 
employe who had suffered injury while 
employed, but as a result of his own 
horse-play. 

“It is well settled that to render the 
employer liable under the Workmen’s 
Compensation Act,” the Journal re- 
marks, “the injury of the employe must 
arise out of as well as in the course of 
the employment. In the recent case of 
Payne, Director-General of Railroads v. 
Industrial Commission, several boys be- 


Changes in Travelers 


Burglary Policies: 


MANY RESTRICTIONS DROPPED 





New Contracts Express Desire to Af- 
ford Full Coverage for Mercantile 
and Residence Risks 





The Travelers announces a number of 
important improvements and changes 
in their burglary policies that are de- 
scribed in the following which appears 
in the current issue of “Protection”: 

“There is a great demand for burg- 
lary insurance today. Two years and 
more have passed since the Armistice, 
and the burglary ‘epidemic,’ which was 
thought to be merely a reaction from 
the war, continues unabated. Burglary 
insurance was formerly considered a 








tween 15 and 16 years old, using a ma- 
chine operated by compressed air, at- 
tached the air hose after taking it from 
a locker, and while playing with the 
hose, according to a skylarking practice 
unknown to the employer, one of the 
boys was killed by playfully shooting 
air into his body as he started to work. 

“The Supreme Court of Illinois,” the 
editorial points out, “unanimously held 
that the injury, though occurring dur- 
ing the course of employment, did not 
arise out of the employment within the 
Workmen’s Compensation Act of IIl- 
nois, so as to render the employer le- 
gally liable.” 

A case, almost identical which oc- 
curred in Wisconsin and with a similar 
ruling by the Supreme Court of that 
state is also described by the Journal, 
with the comment: 

“We agree with the learned Illinois 
and Wisconsin courts that an injury re- 
sulting from inexcusable and wanton 
horse-play of this dangerous kind can- 
not fairly be said to arise out of the 
employment or to be incidental to it.” 











Premium Income (1920)... 


BROOKLYN OFFICE 
32 COURT STREET 








114 FIFTH AVENUE, NEW YORK 
CHARLES H. NEELY, Manager and Attorney 


Financial Statement for the United States 
January 1, 1921 


Assets (Admitted by N. Y. Ins. Dept.)........ $18,054,424.24 
Liabilities (Required by N. Y. Ins. Dept.)..... 14,287,273.56 
Voluntary Reserve for Contingencies......... 2,400,000.00 
Surplus to Policyholders........ re ee 1,367,150.68 


Securities deposited with Insurance Depts. and 
Trustees for protection of United States 
Policyholders (Market Value).......... . 12,682,014.09 


oer ee 15,310,477.90 
METROPOLITAN DEPARTMENT 


59 JOHN STREET 
JOHN C. BUNYAN, Superintendent 


A. F. WRIGHT, Supervisor PERCY R. MILLS, Supervisor 
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form of protection interesting only to 
the millionaire. Today every man who 
owns even a thousand dollars’ worth of 
portable values—and it doesn’t take 
much to make a thousand dollars—is 
seriously concerned about safeguarding 
them. 

“People are recognizing the need for 
burglary insurance—and Travelers ag- 
ents will soon have placed in their 
hands the best burglary policies on the 
market to fill those needs. It ought 
not to take a guide post to point the 
way to the agent’s opportunity. 

“Broadly speaking, from the BT and 
BTC forms (Residence) the 84hour 
clause and the explosion clause have 
been entirely eliminated, and the me 
chanics clause amended, without any 
extra premium charge, so as to insure 
coverage when workmen are in the 
premises, unless they are working on 
windows, outside walls, or doors. 

“Also, it is not necessary now to 
write a separate endorsement to in- 
clude guests’ property, nor to eliminate 
the following restrictive clauses: strike 
and riot, fire, water and the action of 
the elements. 

“The elimination of these clauses is 
accomplished by the payment of an 
extra premium, and by merely inserting 
the amount of this extra premium in 
the space provided for this purpose in 
the declarations. To include guests’ 
property, fill in the amount of insurance 
desired on this property under item 8, 
section (a), and also include the addi- 
tional premium for this insurance in 
the premium column. 

“Should any policyholder be foolish 
enough to desire to take the chance of 
having his guests’ property stolen, or 
his own effects taken during the excite- 
ment of a fire, riot, or flood, mere'y fill 
in the words ‘not covered’ in the place 
designated for amount of premium. This 
should only be done under protest; it 
does not give the holder the benefit of 
the full Travelers protection which 
every man really needs. It also causes 
a lot of trouble if the policyholder de 
cides later that full coverage is the only 
safe course. To eliminate the words 
‘not covered’ after they have once 
been written into the policy requires 
a whole additional endorsement to the 
policy. And endorsements which clut- 
ter up and complicate the contract are 
just what we are trying to avoid. 

“The MS (Mercantile Safe) form has 
also been changed. Indemnity para- 
graph I has been amended so that it 
now provides coverage in case burglars 
remove a safe from the premises of the 
assured and open it elsewhere. Para- 
graph II now covers the damage that 
burglars may cause to all property in 
the safe, all furniture, fixtures, and 
other property in the premises in their 
efforts to force open the safe. Several 
other conditions in this policy have 
been amended or revised so as to make 
the coverage broader and the policy 
more easily understood. 

“The OS (Mercantile Open Stock) 
form has also been changed and im- 
proved, and an 80 per cent coinsurance 
clause added. 

“Too much emphasis cannot be laid 
on the advisability of writing the Resi- 
dence (BT and BTC) forms for full 
coverage as outlined above and for high 
limits. 

“The difference between sufficient 
and insufficient protection amounts to 
a few dollars only when it comes to 
premium charges—but when it is a 
matter of adjusting a loss, this little 
difference is frequently measured in 
terms of four figures.” 





CROWLEY AT NEW POST 
John J. Crowley has assumed active 
duty as head of the accident depart- 
ment of the Missouri State Life. 





The Milwaukee Medical Society an- 
nounces a campaign, with co-operation 
of dentists, druggists and health and 
accident insurance men, to combat 
hostile medical legislation, including a 
fight against compulsory health insur- 
ance with State fund features. 
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City Thinks Well of Itself 

The following item was found in the 
San Francisco “Journal of Commerce”: 

“The board of governors of the In- 
surance Brokers’ Exchange yesterday 
adopted a resolution to aid in the ‘Sell 
San Francisco’ movement. It read: 

“*Whereas, Northern California is 
the best place on earth to live; and 
whereas, it pays to advertise; therefore 
be it resolved, that the insurance bro- 
kers’ exchange of San Francisco pledg- 
es its earnest co-operation in the move- 
ment recently !aunched in this city to 
put this favored land on the map; and 
be it further resolved, that the secre- 
tary be directed to take the proper 
steps to bring this action to the atten- 
tion of those in charge of the movement 
and to assist therein.” 

4 * s co 
No Insurance Is the Answer 


The WBWastern Underwriter has _ re- 
ceived the following letter from an up- 
State agent: 

Editor The Eastern Underwriter: A 
client of ours who is in the garage and 
automobile sales business has asked us 
if there is any kind of insurance obtain- 
able to protect a dealer who is selling 
automobiles, on time payments, against 
possible loss by the seizure of the car 
by the Federal Government in case a 
purchaser happens to go in the boot- 
legging business and gets caught at it 
and has the car seized. You can easily 
see that a seller might easily suffer loss 
through an act which he had nothing 
to do with. 

AGENT. 

The answer is that there is no insur- 
ance available to cover this hazard. 

* * * 

Engineering Standard Association 

For some ‘time European countries 
have maintained national engineering 
standardizing bodies for the purpose of 
standardizing engineering practice at 
home as well as in other countries. The 
American Engineering Standards Com- 
mittee, modeled after the famous Brit- 
ish Engineering Standards Association, 
has been organized in this country. The 
membership of this committee is made 
up of the foremost engineers of the 
various national engineering societies. 
The functions of the committee are: 
to unify methods of arriving at engi- 
neering standards, to secure co-opera- 
tion and avoid conflicting standards, 
to act as an authoritative channel of 
co-operation in international engineer- 
ing standardization, and to promote in 








foreign countries the knowledge of 
recognized American standards. 

R. BE. Simpson of The Travelers In- 
surance Company has been appointed 


one of ‘five representatives of the Il- 
luminating Engineering Society to sup- 
ervise all matters pertaining to Ilum- 
inating Engineering standards to be 
promulgated by the committee. Mr. 
Simpson is the state representative of 
the Illuminating Engineering Society, 
a member of its Lighting Legislation 
Committee, chairman of the committee 
on Emergency Lighting, and chairman 
of the committee on Industrial Safety 
Lighting. He has an _ international 
standing as an authority on the rela- 
tion between illumination and acci- 
dents. 
. a - 
Three Inter-Ocean Contracts 


The Inter-Ocean Casualty is issuing 
three contracts, one called a nurse 
special, another a teacher’s special and 
the third a farmer’s special. ‘The 
nurse special goes to registered nurses 
only. Premiums range from $19 to $58 
the first year. The teacher’s special, 
paying indemnity from $40 to $75 a 
month, has premiums of from $12 to 
$32. Five years for total disability from 
accidents and six months for confining 
illness, with additional benefits for hos- 
pital confinement. This policy also cov- 
ers two months quarantine indemnity. 
The farmers’ special provides indemni- 
ties of from $30 to $100 a month with 
premiums of from $4 to $18 a year. 

+ a a 
Had Wrestlers Insured 

“Doc” Krone, promoter of the middle- 
weight championship wrestling beut at 
the Chicago Coliseum last month, had 
each of the principals, Jonny Meyers 
and Paul Prehn, insured for $10,000. 

*” * + 


Royal Dinner and Dance 
The Royal was host to the entire 
staff of the odd offices at 84 William 
Street at a dinner and dance held at 
the Drug and Chemical Club Tuesday 
evening of last week. 
* ~ e 
A. H. Armstrong Dead 
A. H. Armstrong, who served as a 
clerk in the Royal for more than a 
quarter of a century, died March 4. 
2 


Talks On Big Game 
An illustrated talk on “Big Game” 
by David J. Singer was a feature at the 
meeting of the Travelers’ Club. 
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The Fidelity and Casualty Company of New York 


92 LIBERTY STREET, NEW 
Metropolitan Offices—-90 and 92 William St. 
ANNUAL STATEMENT DECEMBER 31, 1920 
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AUTOMOBILE 
CLAIMS — DAMAGE — TESTIMONY 
ADJUSTER — EXPERT 
25 Years of Practical Experience 
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Says Pennsylvania 
Partly Supports Fund 


THROUGH DEPARTMENT WORK 





Kelly & Cook, of Scottdale, Declare 
Treasury Department Handles All 
Premiums and Payments 





The ten per cent differential in rates 
which the Pennsylvania State Fund en- 
joys over all other compensation car- 
riers does not mark the Fund’s full ad- 
vantage, according to G. F. Kelly, of 
Kelly & Cook, brokers and agents, of 
Scottdale. Pa. In a letter to The East- 
ern Underwriter relative to the State 
Fund’s operations, Mr. Kelly writes the 
following: 

“Permit us to call your attention to 








Worry Causes Accidents 


Care killed a cat and worry is the 
prolific cause of industrial accidents. 
Saving and the practice of thrift have 
always been advocated as a means of 
obtaining a nest egg for the future. It 
has recently been suggested that saving 
is one of the best preventives of acci- 
dents, says a recent. United States gov- 
ernment bulletin. 

This was the opinion of safety engi- 
neers and employment experts at the 
industrial safety congress held in Syra- 
cuse recently. Many experts held the 
view that when a man is not worried 
about financial or other matters he can 
concentrate more fully on his job. 
They expressed the belief that a large 
percentage of industrial accidents 
could be charged directly to careless- 
ness superinduced by domestic troubles, 
generally of a financial nature. 

Where workers save their money and 
are financially secure. it was stated, 
they are more attentive to their work, 
more careful about what they do and 
theréfore greatly help in preventing in- 
dustrial accidents. 







A Progressive 


SURET Yann CASUALTY 
Company 


the fact that the 10 per cent differen- 
tial is far from the full extent to 
which the State Fund is coddled by the 
state. A considerable portion of the 
expenses of the State Fund are still 
borne by the state in the form of work 
done by the various state departments. 
We do not have information as to the 
extent of this work that is done, but the 
Auditor General’s Department does 
considerable of the accounting work 
of the Fund. ~ i 

“We understand the Inspection De- 
partment to some extent, at least, 
avails itself of the services of the State 
Factory and Mine Inspectors. Prob- 
ably the largest cost of expense on the 
part of the state, however, is in the 
Treasury Department, which collects 
all premiums and pays all claims at 
the expense of the state, the state legis- 
lature having appropriated large sums 
of money at each session of the legis- 
lature for extra employes, office ex- 
penses, etc., for the purpose. It seems 
to us that quite a live article could be 
prepared on this subject by securing 
from Harrisburg full information cov- 
ering the points enumerated, and that 
such an article would go a long way 
towards overcoming the effects of the 
propaganda engaged in by the politi- 
cians, who control the State Fund of 
Pennsylvania.” 





A bill has been introduced into the 
Ontario House amending the insurance 
act by adding a section which provides 
that where a company has its head of- 
fice in a foreign country which imposes 
an inheritance tax, succession duty or 
similar imposition on the insurance 
money payable to a resident of Ontario, 
all insurance forms and contracts of 
such companies shall have a summary 
of the tax provisions printed or stamped 
upon them in red ink. The penalty pro 
vided is that the company shall be re 
quired to pay the beneficiary the 
amount of such taxes he is forced to 


pay. 
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CASUALTY AND SURETY POINTERS 








Some idea of the number 
Reciprocals of reciprocals can be 
in the judged by a list of those 
West in the extreme Western 
states. They follow: 
Arizona—Arizona Mutual Automobi'e 
Insurance Company of Phoenix, writing 
automobile insurance only. Employers’ 
Mutual Indemnity Company of Phoenix, 
writing automobile, liability and plate 
glass lines. * 


Ca!llfornia—Automobile Indemnity Ex- 
change of Orange County of Santa Afia, 
writing automobile insurance only. 
California Casualty Indemnity Exchange 
of San Francisco, writing compensation 
and automobile lines. California High- 
way Indemnity Exchange of Los An- 
geles, Writing automobile truck busi- 
ness only. California State Automobile 
Association Inter-insurance Bureau of 
San Francisco, writing automobile in- 
surance only. Contractors Indemnity 
Exchange of San. Francisco, writing 
compensation business only. Edwards’ 
Insurance Exchange of Fresno, writing 
automobile insurance exclusively. In- 
ter-Insurance Exchange of the Automo- 
bile Club of Southern California, writ- 
ing automobile insurance, excluding li- 
ability lines. Laundry Owners’ Inter- 
Insurance Exchange of Los Angeles, 
writing compensation business only. 
Manufacturers’ Indemnity Exchange of 
San Francisco, writing both automobile 
and workmen’s compensation. Pacific 
Automobile Indemnity Exchange, Olds 
& Stoller Inter-Exchange and the Union 
Indemnity Exchange, all of San Fran- 
cisco and- writing automobile insurance 
only. 

Colorado—Manufacturers & Whole- 
salers’ Indemnity Exchange of Denver, 
writing miscellaneous casualty lines. 

Idaho—Workmen’s Compensation Ex- 
change of Coeur d’Alene, writing com- 
pensation business. 

Oregon—Oregon Auto Indemnity Ex- 
change of Portland, writing automobile 
insurance. 


Washington—Automobile Insurance 
Exchange and the Automobile Owners’ 
Inter-Insurance Association, both of Se- 
attle and writing automobile insurance 
only. Mutual Union Insurance Com- 
pany of Seattle, writing jitney bonds. 

= a we 


It is a great day in a 

Hitch man’s life when he wakes 

Your Wagon up and realizes that he 

Toa Star has a wonderful power in 

himself and that he has 

but to exercise it to be successfu!', says 

C. L. Sater, of the Massachusetts Bond- 
ing. Continuing he said: 


“If we only grasp the many oppor- 
tunities that present themselves and 
have an indomitable will and deter- 
mination to succeed, backed by willing- 
ness to pay the price in work, we can 
accomplish our aim for a bigger and 
better business each year. 


“We must set our aim high; then 
strive to reach it. Even though we fall 


short we are better men for having . 


tried. It is always the resolute man 
who meets and overcomes every ob 
stacle that presents itself. 


“We men in the fie!d selling accident 
and health insurance have right now 
the greatest opportunity we have ever 
had to build up a big business. There 
is almost a universal need for just the 
kind of protection we have to offer. If 
you will interview a number of pros- 
pects you will find many who have nev- 
er yet been solicited for accident and 
health insurance. Put forth consistent 
effort and you will get your share of 
the business. 

“It is up to us to impress upon each 
prospect the fact that his ability to be 
on the job and look after his interests 
is his biggest asset. We must show 
him that the way to guarantee himse'f 
a regular income when disabled is 
through accident and health or income 
insurance.” 








LIQUOR BOND LOSSES 





Not So Heavy As They Were Say Un- 
derwriters; Companies’ Under- 
writing Carefully , 





Evidently, declare liquor bond under- 


writers, the enforcement of the Vol- 
stead act is being conducted with more 
severity now for the losses have been 


very light on this line. 

Demand for these bonds has been 

rather light of late, but the recent rul- 
ing lifting the ban on bonded ware- 
houses may cause a brisk demand very 
shortly for these bonds. 
_ Most of the companies have been ly- 
ing low on these bonds. The Maryland 
Casualty takes very little of this busi- 
ness and that little must be good busi- 
ness. 


COMPENSATION OUTLOOK 


Vice President Bond, of the Mary- 
land Casualty, was asked the other 
day what the outlook for workmen’s 
compensation business was. 

“Uncertain,” he replied. “No one 
knows and it would be folly for any- 
one to make any assertion as to the 
outlook.” 

Premium receipts, according to Mr. 
Bond, are bound to fall down when the 
companies start making audits this 
spring and summer of plants that cur- 
tailed on employes this winter. Pre- 
mium receipts so far seem to be hold- 
ing up rather well. 

A drop in receipts is expected within 
the next four months throughout the 
country for plants everywhere have 
been curtailing in wages and employes. 


Private Company Insurance Best 


(By Cross-Atlantic) 

“The “Register,” of Adelaide, Aus- 
tralia, states that one of the best ex- 
amples of private versus State manage- 
nent of insurance is furnished by 3a 
comparison of the results of the work- 


ings of the Australian Mutual Provi- 
dent Society in New Zealand (ordinary 
department) with those of the New 
Zealand Government Life Assurance 
Department. The figures are wholly in 
favor of the private company, thus:— 


A. M. P. Govt. Life 
No. of policies in force.............e0eeeeeceee 56,409 55,770 
ME ANGUNUE iso ocinn. cece doTEOAL S JAN calulc's Us pe £18,707,422 £14,123,728 
Bemuses QUO. 6 oe oo Giw sk 0s oon 02's bad de Be 8,281,218 1,428,016 
Annual premium revenue.............--+s+eee:: 600,802 28, 
New business, 1919 (sums assured).............. 2,372,242 1,617,785 
Funds at December 31st, 1919............-.00-- 5,911,602 354,904 
Total TROD, SI oie once wk Sq 8s s s Sse cee ode Ques 911,106 707,714 
MU ae a OPO PT TOE | 24,387 6,291 
Expenses of management (including taxes)....... 99,109 94,141 
xpenses of management (excluding taxes)...... 74,720 87,850 
tio of expenses of management (excluding taxes) 
to total income........... etiam eT ae 8.2 12.4 
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Liability, Accident 
Burglary,Boiler and 
Credit Insurance 


OF LONDON, ENGLAND 


‘THE SIGN OF GOOD CASUALTY INSURANCE 
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London Guarantee & Accident Co., Ltd. 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 
Elmer A. Lord &Co. 
145 Milk St., Boston 

Resident Managers 
New England 

















Telephone:—John 5880 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 
the conference rates. 


Business written only through brokers 


We are open for agencies in New York and Pennsylvania 








The Employers’ Liability 
Assurance Corporation, Ltd. 


The eriginal and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILE 
ACCIDENT, HEALTH, FIDEL 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Empleyers’ Liability Building . 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 











NEW SPECIAL AGENT 

The Maryland Casualty Company has 
appointed C. H. Dennig as special ag- 
ent in steam boiler and fly wheel in- 
spection. This department of the Mary- 
land was started about a year and a 
half ago, and was designed by the com- 
pany to give brokers personal service. 
Mr. Dennig has had more than twenty 


years experience in boiler, fly wheel 
and engine inspection, and was for 
many years with the Hartford Steam 
Boiler and Inspection Insurance Co. 
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BIGGER LIMITS THAN 


Can limits as high as $100,000 and 
$300,000 on automobile insurance be 
sold in big cities and little towns? 
The answer is: Travelers men are 
doing it in the north, south, east, and 


west. 
* 


The careful drivér has no control 
over the car that runs away. 


* 


Two young women, because their 
horses were frightened by an auto- 
mobile and they were thrown, sued 
the motorist for $80,000 damages. 

+. 


High limits mean an increase in 
automobile insurance commissions for 


the agent. 
a 


One young woman, suing another, a 
college girl, asked a verdict of $150,- 
000 in superior court at Pittsfield, 
Mass. 


* 


What would a policyholder say if 
he found himself badly underinsured 
and learned that adequate protection 
could have been secured for a slightly 


increased price? 
* 


As far as verdicts are concerned, it is 
just as bad to have a $10,000 verdict 
and only $5,000 protection as to have 
a $5,000 verdict and no protection. 

* 


Car hit auto tank carrying 900 
gallons of naphtha, Sixteen cars stall- 
ed by oily street and burned in fire 
that followed. Many plate glass 
windows broken. Several people 
burned and otherwise injured. 

* 


A $500 second-hand car can cost 
$50,000 just as easy as not. 
ee 
And the best part of it all is that 


the big policies can, as well as should 
be, sold. 
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THE OLD Sanp!l0 LIABILITY 
INSURANCE AND THE ORDIN- 
ARY $1,000 PROPERTY DAM- 
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AND IT DOES MEAN THE 
TRAVELERS, WHICH HAS 
THE SIZE AND UNDERWRITING 
SPREAD TO ISSUE LARGE 
/AAMMOUNTS; WHICH HAS THE CON- 
TINENT-WIDE CLAIM ORGANI- 
ZATION TO GIVE IMMEDIATE 
SERVICE ANYWHERE AT ANY 
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Joseph Wahneck, 8 years old, White 
Plains, N. Y., hit by truck and partly 
paralyzed. Verdict $45,000. 

” 

Automobile broke off street hydrant 
and water from city main drenched 
entire stock of department store, and 
undermined street. Damages paid, 
$75,000. 

4 
$100,000-$300,000 liability limits 
cost only half again as much as 
$5,000-$10,000 limits. 


* 


Because a fracture permanently 
shortened her leg, Florence D. Rooney 
of Chicago secured $40,000 verdict 
against a motorist. 

* 


The R. J. Gillespie Agency of 
Flint, Mich., buys as well as sells 
$100,000-$300,000 limits. The agen- 
cy is so protected on all four cars 
which it uses in its business. 

* 


To be without theft insurance on a 
$2,500 car that is stolen is unfortun- 
ate. Tobe without sufficient liability 
insurance when a $20,000, $40,000, or 
$80,000 verdict is given may result 
in the loss of everything. 

* 


A motor truck in Tompkinsville, 
Staten Island, demolished a milk 


‘wagon and horse, spilled the cargo 


and pushed the debris through a 
plate glass store front, damaging also 
the merchandise on display. 

$10,000 property damage insurance 
only increases the cost one-third over 
$1,000 protection. 

* 

A $10,000 personal injury verdict 
came against a St. Louis automobile 
owner six years after the accident 
occurred. Moral: Insure- in the per- 
manent Travelers. 
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